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The cover shows Southern California 
Gas Company’s storage and compressor 
plant at Colton. Picture credit: Mel 
Jones and E. D. Bariteau, SoCal staff 


Pari serve as a stringent guide 
to performance in any line of en- 
deavor—and not least in the promo- 
tion and sale of gas. The facts un- 
covered during surveys conducted in 
the ten test cities participating in the 
gas industry’s Action Program were 
not of the rosiest hue—but the ac- 
tivity their discovery engendered is 
of a caliber that makes us all proud. 
For a review of activity to date, see 
page 7. Facts are also the 
tools of any effective public rela- 
tions program. The necessity of 
bringing the facts of natural gas 
transmission to the attention of the 
ultimate consumer—and payer—is 
cogently presented by William M. 
Jacobs in our lead article beginning 
on page 4. He explains the super- 
ficial anomaly of the need for 
higher rates at a time of expansion 
and profitable operation. ; 
Nothing is more heartening than to 
see a good plan well-executed. 
When the New Freedom Gas Kitchen 
and Laundry people said the way to 
glamorize gas water heaters was to 
put them up front in home laundry 
demonstrations, everyone agreed it 
was a good idea. Just how good is 
shown by the experience of several 
utilities and manufacturers who co- 
operated to turn the idea into ac- 
tion. Their reports are on page 10. 
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GAS ALL-YEAR AIR CONDITIONING 


If the gas industry is to keep its foot in the door to 
that burgeoning new fuel demand, all-year air con- 
ditioning, present product must be vigorously promoted 
on every level. That is the considered opinion of a gas 
utility executive respected for his research acumen. 

Though research has been initiated under the PAR 
Program and equipment manufacturers are being en- 
couraged to explore gas utilization, he points out that 
any new gas-fired product is at least two years away 
from the market. Now, when all-year air conditioning 
is on the crest of its first great wave of public accept- 
ance, is the time when the superiority of our fuel must 
be demonstrated, promoted and sold. 

The attack must be double-barrelled: research to aid 


and stimulate creation of improved and new gas all- 
year air conditioning; and forthright, confident support 
of existing product. The magnitude of the battle is in- 
dicated when it is realized that our competition has 
31 brands in the market against one gas brand. 

This seeming inequality is more apparent than real. 
The long-range advantage lies with the fuel that lends 
itself best to a “rational” approach—one fuel for both 
summer cooling and winter heating. Here gas has al- 
ready proved itself. 

This market can be developed by two-fold action. 
Sell the proved product on hand while new and im- 
proved products are being developed in the industry’s 
laboratories and on manufacturers’ drawing boards. 





MRS. AMERICA 

Promotion Committee of GAMA’‘s Domestic Range Division 
voted unanimously to sponsor next year’s Mrs. America pro- 
motion. Revised program, with all previous utility objections 
deleted, is in the mail for management study. Members rep- 
resenting 35 percent of A. G. A. meters must agree by June 
15 to participate in next year’s promotion to assure gas in- 
dustry sponsorship. 


BUILDERS PICK FUELS 

An “American Builder” Magazine survey of 235 leading 
builders shows that 82 percent of their homes will be 
equipped with water heaters—63 percent gas and 19 per- 
cent electric. Of the 68 percent to be equipped with ranges, 
22 percent will be gas and 34 percent electric. Another 12 
percent will have built-in units (fuel not specified). 


RECESSED UNITS 

Indicative of the growing popularity of built-in or modular 
cooking units is the decision of the Western Working Com- 
mittee of the Domestic Range Requirements Subcommittee to 
make an extensive review of approval requirements for 
these recessed cooking units. An increasing number of these 
appliances have been submitted recently to A. G. A. Lab- 
oratories. 


RENT WATER HEATERS 


Within four weeks after starting a water heater rental 
plan on May 1, Blackstone Valley Gas and Electric Co., Paw- 


tucket, R. |., had installed 401 new units. Add another 100 
gas water hecters sold outright and the total exceeds one- 
half of normal annual sales. Rental plan, aimed at 25,000 
families living in rented cold water flats, originally set quota 
for 1,000 annually. This has been upped to 3,000. 


TAX EXEMPTS? 

Contemplated invasion of private enterprise gas industry 
by tax exempt bond financing is reported by “Journal of 
Commerce.” According to a signed news story, present plans 
call for formation of Southeastern Alabama Natural Gas 
District which would include about 20 towns in that area. It 
would be the first large publicly-owned natural gas distribu- 
tion system. 


GAS LEADS AT H.E. SHOW 

Spearheaded by its Home Service booth, A. G. A. will be 
the largest purchaser of space at the Home Economics Con- 
vention in San Francisco July 6-9. Six complete magazine- 
featured New Freedom Gas Kitchens and Laundries, plus ex- 
hibits of seven manufacturers, will be seen by 4,000 of the 
nation’s leading home economists. 


SEEK SAFETY NEWSLETTER 


Negotiations are underway with National Safety Council 
for a proposed gas industry edition of “Motor Vehicle News- 
letter.” To be edited by the council, the newsletter would not 
only provide safety news and statistics but would conduct 
safe driving contests, etc., specifically for gas industry drivers. 
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UNDERGROUND STORAGE 


Phenomenal growth in underground gas storage opera- 
tions is reflected in the increasing amount of space devoted 
to it by trade press and other national publications. A re- 
vised bibliography on the subject, now being prepared by 
A. G. A. Operating Section, shows that nearly 100 articles 
have been published during past two years, compared with 
some 200 published in the preceding 20 years. 


SAFETY LEGISLATION 


Delegates attending recent A. G. A. Accident Prevention 
Committee conference in Omaha were warned to be alert for 
attempts by states to legislate safety. The gas industry's en- 
viable record of self-regulation should be recognized in 
safety matters, the delegates were told. 


LET THEM KNOW 

Do your customers know your company is regulated? C. B. 
Delafield told PUAA delegates in Boston last month that his 
company, Consolidated Edison Company of New York, found 
that 64 percent of its customers did not. Of these, only 45 
percent favored private ownership, while 82 percent of the 
11 percent who knew the facts favored private ownership. 


NEW LAB REPORT 


Burner adjustment indicating devices are reviewed in 
A. G. A. Laboratories’ forthcoming Report 1214. It describes 
construction of A. G. A.-developed air-gas ratio analyzer 
and its use as a tool for studying interchangeability and 
peak-shaving problems together with burner performance 
characteristics in general. 


SCRAP DISPOSAL AID 


Does your company dispose of its scrap profitably? An 
important service to the gas industry in the disposal of sur- 
plus machinery, equipment and scrap is rendered by BAMA 
Sales Company through a periodic bulletin listing such 
material for sale. Copies may be obtained by addressing the 
company at P. O. Box 8646, Pittsburgh 21, Pennsylvania. 


REGULATOR REQUIREMENTS 


New testing procedures for appliance pressure regulators 
as recommended by equipment manufacturers will be re- 
viewed at meeting this month of the Subcommittee on Listing 
Requirements for Gas Appliance Pressure Regulators. They 
are to cover regulators designed for variable flow applica- 
tion and on-and-off operations, as well as leak-limiting de- 
vices, 





AVAILABLE—NATIONAL TIE-IN 


Utilities wishing to cash in on National Home Week and 
to tie-in with a national magazine at the same time should 
contact “Parents’“ Magazine. Good builder treatment of 
“Parents’ “ basic all-gas home will be featured editorially in 
the magazine and cooperating utility will have available a 
host of promotional aids. 


GAS TO TEXAS FARMS 


Plans to bring natural gas to farmers residing southwest of 
Pecos, Texas, are being made by recently-formed Pecos 
Growers Gas Company. A 12%-inch line will run from an El 
Paso Natural Gas Company well to a centrally-located farm, 
with distribution lines to fan out from there. 


STUDY ODORANTS 

Determination of threshold perceptible and warning odor 
of seven commercial odorants for natural gas is subject of 
study made under PAR Program and to be published soon. 
Also included in report are specifications for an odor test room. 


“WHERE FOOD IS FINEST. . .” 

Three more Portland, Ore., restaurants have switched 
back to gas after trying other cooking equipment, according 
to the May issue of “On the Job with Portland Gas.” In addi- 
tion, schools in two communities made a similar switch! 


EVERYBODY'S IN 

Participation by maximum number of employees in a sales 
contest is being achieved by Hoosier Gas Corp., Vincennes, 
Indiana. All 60 workers are divided into eight teams, with 
$1,000 in cash prizes to be divided among members of 
teams achieving best records in reducing unaccounted-for 
gas; increased connections and sales of new appliances. 


PREFERRED POSITION 

When Colorado Interstate Gas Company put its position 
on a pipeline hearing before employees, smart use was made 
of a popular editorial column in “The Gasser,” company house 
organ. Instead of giving the story standard news or feature 
treatment, Editor Tom McLaughlin assured good readership 
by spotting it in “from the Keyboard,” usually his own 
column of comment. 














Stress and strain of 
industry's growth creates 
new demands for public understanding 


Three prongs of public relations jn 





Graphic service to rates chain (left) 
is in Southern California booklet for 
key persons. Ads (next page) point 
up gas as a bargain in current series 
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By W. M. JACOBS 


Vice-president 
Southern California 
Gas Company 

Los Angeles, California 





— utilities, because of their nature, have long known 
the importance of good public relations. In recent years, 
however, many companies have been faced with a need to 
devote even more attention to this subject. As postwar growth 
and inflation combined to exert stresses extending beyond the 
regions of finance and economics, new reasons have been 
added to old ones for developing public understanding and 
consent to company policies and actions. 

In our case, we had a new challenge posed a few years ago 
by the need for general gas rate increases; increases that con- 





tinued to occur, it would seem, after the general forces of trans 
inflation had spent themselves; increases that coincided with that 
rapid and presumably profitable growth; increases, in short, as CO 
that were paradoxical as well as unwelcome, in the public Or 
view. Under these circumstances fallacy and economic illiter- in th 
acy constitute a very real barrier. direc 
To disregard such a situation would have been to invite calls, 
damage to a reasonably good state of public relations, and to mete 
discount, fully, the significance of environment in the regu- like- 
latory processes. persa 
The alternative was to come to grips with the issues. But print 
how ? Certainly no magic wand was available. we h 
We decided to review all the things we had been doing in Al 
the public relations category (and, as with most utility com- throu 
panies, they were numerous) ; then appraise them, improve keepi 
them, add to them, and—most important—to organize them of th 
into a complete, balanced, and identifiable program which our On 
whole organization could recognize and implement. old st 
Since “public relations’ seems to mean all things to all ple, \ 
people, our first step was to assay what it should mean to us respo 
under our particular conditions. This would put objectives a pre 
and methods in proper perspective. For us, the subject seemed Stods 
to form itself into three basic aspects: (1) customer relations, writ 
(2) community relations, and (3) public information. sonal 
Obviously, the first—good customer relations—starts with the p 
furnishing good service at reasonable rates, based on a plat- custo’ 
form of enlightened policies. Then it must follow that all favor 
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transactions with customers embody the many “niceties” 
that go with considerate treatment and good contacts, such 
as courtesy, pleasantness, the human touch, and so on. 

Our target here was to maintain an ever-rising standard 
in these respects. Not only did this appear important in the 
direct or face-to-face encounters with customers—as in service 
calls, order taking, bill payments, collections, complaints, 
meter changes, turn-ons, sales calls, demonstrations, and the 
like—but it seemed important, too, in the indirect or less 
personal contacts we have with customers, such as letters, 
printed forms, contracts, advertising, and publicity. Here 
we have striven for accuracy, friendliness, neatness. — 

All this is nothing new to the gas industry; but, banal 
through it sounds, we have found an appreciable advantage in 
keeping ourselves sharply turned to scrupulous observance 
of these fundamentals. 

Our reviews did lead us to add some new practices to the 
old standard ones. I can’t recount them all here; but, for exam- 
ple, we subjected several hundred employees who handle cor- 
respondence extensively to a letter writing course conducted by 
a professional consultant. The improvement was immediate. 
Stodgy, verbose epistles became warm, friendly, and brief 
written conversations; and they were characterized by a per- 
sonal interest in the customer—the “human touch”. Perhaps 
the pay-off is the substantial number of replies we get from 
customers impressed enough to take time to send us their 
favorable reactions. This letter-writing review will be a con- 
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tinuous one, for us! 

Another illustration is a “welcoming letter” that we began 
sending to new customers who have moved here from other 
parts of the country, (and there have been many). It is 
short, friendly, and offers help. A little thing, but it seems to 
make customers want to be friendly, too. We have also experi- 
mented with “welcoming visits” by our home service repre- 
sentatives. This has had to be limited to slack-time periods, 
and I wish we could do more of it. 

We decided, too, to add to our practices something of what 
might be called “golden rule good deeds beyond regular line 
of duty” ; little touches to add to customer convenience or to 
minimize inconvience. For example, where a major pipeline 
construction job traversed a built-up area.a public relations 
representative visited each customer in advance, explained the 
project, and made any special arrangements that seemed in- 
dicated (even to providing day and night taxi service for 
pregnant women whose driveways were put temporarily out 
of commission!). 


Community relations 


When it came to the second basic aspect of public re- 
lations, we decided to expand our community relations ac- 
tivities as well. Like other gas companies, we had always been 
dedicated to being a “good corporate citizen” in each com- 
munity we serve. What we faced was mainly a matter of 
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greater emphasis and more identification. These are examp 
of action taken: 

(1). We increased the use of company meeting rooms ang 
auditoriums by civic groups. Some 25,000 people were ig 
volved last year. 

(2) Schedules were developed for more regularized cogs 
tacts between company managers or supervisors and the 
business and political figures in each city. 

(3) Company personnel were encouraged to take moge: 
active parts in civic affairs, welfare drives, and the like. 

(4) We planned open houses and plant visitations. 

(5) We have long had company representatives in servigg 
clubs and chambers of commerce ; nearly 100 of each, through! 
out our system. But wherever these were “passive”, we under: 
took to convert them to “active”; to make a sinennalill con 
tribution of time and effort, as well as money. 

(6) Similarly, we have long contributed financially 0 
civic and welfare organizations. Our new effort here was tg” 
develop a pattern that would make our contributions in each) 
case bear a proper relation to those in other cases and to com) 
tributions by other like companies—as well as fit into a reason: 
able total. And we have stepped up the total. : 

(7) We developed company “events” and identified them 
with communities. As an example, the installation of the 
100,000th gas meter in one of our geographical operating) 
divisions was heralded by a luncheon with several dozen VIPS) 
from the communities involved; historic photographs werg 
displayed in company offices; the “gilded’’ meter was turned) 
on by a suitably photographed celebrity. Promotional bally. 
hoo, yes; but the publicity portrayed the company as a civics 
benefactor, with—I think—adequate justification. 


And in a rural-desert region of small but rapidly growing” : 
communities, our 5,000th meter was made the occasion of a” 
tour of inspection of the area by company executives, presi- 
dents of chambers of commerce, and like figures. The climax | 
was a “mutual admiration” luncheon and plenty of good 
feeling. 

Again, there is nothing new about such activities. But to 
achieve the desired degree of result required new concepts 
and flexibility. We have endeavored to position the managers 
and staffs of our geographical divisions to function freely and 
with initiative, yet they have been given over-all system guides. 
There have been gratifying recent evidences that these ex- 
panded community activities have borne fruit. 


Public information 

But our third and most important public relations prong 
has been the many-faceted public information activity ; letting 
people know more about us and our problems as to under- 
stand us better. It has been our view that the desired public 
attitude of sympathetic understanding does not follow from 
good service and good deeds alone. It must be cultivated by 
a designed effort to inform, to explain, to educate ; yes—to sell. 

Advertising is perhaps our most important informational 
activity. It is our official voice and it reaches substantially all 
of our customers at once. We have recently devoted from 4 
quarter to a half of our advertising to explaining how cheap 
gas is in relation to other things, how our costs have increased, 
how our rates have been kept low, how we have increased our 
gas supply to keep pace with population growth, and so on. 

More recently—based on public opinion survey findings— 

(Continued on page 14) 
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By HERBERT C. MENDELL 


American Gas Association 


here are we 

strong and 
where might 
we be weak ? When we find a weak spot, 
let's do something about it.” 

This is the attitude that has been taken 
by the ten gas companies comprising the 
Action Demonstration Program cities. 
With the results of some of the local 
market surveys made in the “‘test’’ cities 
now available, the Action Demonstration 
Program is being used by each partici- 
pating company as a proving ground for 


a PAR activity 
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@ Local level promctional activities galvanized by “‘test’”’ cities survey results 


policies and methods to promote further 
gas appliance acceptance. 

The guiding principles for the ADP 
are the 15 points of the Gas Industry De- 
velopment Program. Each participant is 
free to apply these points in the “guinea 
pig’ city in accordance with their own 
initiative and ability. 

The initial steps in most of the ADP 
companies was to first evaluate and assess 
their own organizational set-up, and then 
to conduct a market survey. This was 
necessary in order to probe for the strong 
and weak spots of the demand for gas 
appliances and for the general accept- 
ance of gas as a fuel, as well as to meas- 
ure the potentials of the local area. 





The results of these market surveys 
(seven are complete and available to the 
ADP representatives thus far) were so- 
bering in the divulgence of similar trends 
indicating competitive inroads among 
domestic residential loads. These survey 
results, however, also indicated that gas 
continues to enjoy a very high degree of 
acceptance for cooking and water heat- 
ing in most of the cities concerned, and 
that solid action aimed in the right di- 
rections could aid in reversing adverse 
trends. 

On the next page are the things ADP 
members have discovered about the de- 
mand for gas in their local areas—and 
what they're doing about it. 





1. What they found 


There is a discernible tendency for 
higher income groups to be more prone 
to own or prefer electric ranges, water 
heaters or dryers than do other groups. 
This predilection towards electricity 
varies with age—the younger housewives 
showed stronger preferences for electric 
appliances than did older women. 


What they are doing 


The gas company sales organizations 
in many of the Action cities reacted im- 
mediately to such factual data. Advertis- 
ing and direct mail campaigns have been 
keyed towards reaching the better in- 
come and younger housewives, emphasiz- 
ing those points which the surveys 
showed were considered desirable for in- 
dividual appliances. 

One city called a meeting of important 
gas appliance manufacturers, distributors 
and dealers and presented the results of 
their market survey, indicating the neces- 
sity for industry cooperation in up-grad- 
ing the quality of appliances sold. For 
its own part, the gas company agreed to 
have a special contact man for builders 
and architects to gain more of the new 
construction business. Another man was 
given the job to contact the 40-odd deal- 
ers in the city. The company also is sup- 
plying a full time home economist for 
promotion of dealer sales only, as well as 
having another one for company sales. 
All company trade-ins are to be junked. 

Another company is running a special 
timer-control gas range campaign, the 
cost of the timer shared between the gas 
company and the manufacturer. This 
company is also trying free trial installa- 
tions of electric ignition and fully auto- 
matic gas ranges in those new homes 
where the homeowner could not be dis- 
suaded from interest in electric cooking. 


2. What they found 


The reasons given for preference of 
electric over gas appliances indicated 
large areas of misconception and misin- 
formation of the true nature of individ- 
ual gas and electric appliances. They also 
indicated that many preferences and even 
stated buying intentions are based upon 
emotional rather than reasoning factors. 
Thus, large percentages of respondents 
in different cities offered no clear rea- 
sons for preferring gas or electric, but 
just “feel” that one is better than the 
other. 

In nearly all of the surveys large num- 
bers of those interviewed did not even 


know that there were such things as gas 
refrigerators and gas dryers. Here is a 
composite of the major reasons given 
for preferring gas or electric ranges, 
water heaters and refrigerators. 


Range preferences 
Gas Electric 
1. Habit and past 1. Cleanliness 
experience (quite strongly) 
2. Speed 2. Coolness 
3. Economy 3. Just “‘like it” 


Water heater preferences 


Gas Electric 
1. Economy 1. Safety 
2. Speed 2. No particular 
3. Habit and past reason 
experience 3. Cheaper to op- 


erate or buy 


Refrigerator preferences 


Gas Electric 
1. Noiseless opera- 1. Habit and past 
tion experience 
2. Economy 2. No particular 
3. General depend- reason 
ability 3. Safety 


What they are doing 


The foregoing type of information has 
been used by the advertising and promo- 
tion people of the ADP gas companies 
for developing strong copy that hits the 
points which seem to most interest the 
consumer. Special programs have been 
initiated to educate the general public of 
the specific advantages of gas appliances 
and to erase what seems to have been 
misconceptions. Dealers and their sales- 
men are being supplied with similar sales 
punchlines at meetings held by the gas 
company. 

One company which does not mer- 
chandise checked 100 recent range in- 
stallations made by dealers. The results 
indicated that the dealers were doing a 
good job in that city. The company will 
do the same for dryers, water heaters and 
refrigerators. This company will have 
its home service people supply special 
services for dealers if the dealer will 
agree to have a live range connected to 
his display floor. Gas pressure regulators 
are being supplied to dealers for installa- 
tion of automatic gas ranges in order to 
reduce pilot outages and improve range 
performance. 

The gas company in another Action 
Demonstration city held a giant gas show 
in the city’s auditorium. The first two 
days were set aside as dealer days, and 


. the other two were open to the public. 


There were a total of 36 display booths 
with which 30 manufacturers particj- 
pated. Ten of these companies had preyj- 
ously been comparatively inactive in the 
area. The booths were manned by dealers 
with no part being taken by the com- 
pany’s own salesmen. Announcements of 
the event were sent out with customers’ 
bills, and signs in dealers’ windows and 
local advertising developed interest. Gas 
appliances valued at $5000 retail were 
given to the public as prizes. 

Another company supplied special 
promotional material to dealers free of 
charge for a Spring Range Promotion. 
Still another company ran a city-wide 
contest giving all their customers an 
equal chance to win prizes. In order to 
participate, the customer had to visit his 
nearest dealer and leave his name and ad- 
dress. Here was another opportunity in. 
stituted by the gas company, to show the 
latest gas equipment to the public. 


3. What they found 


While appreciably large groups of 
households presently using gas appli- 
ances state a preference for a change to 
electric if they were to buy a new appli- 
ance now, very few of the owners of 
electric appliances competitive to gas 
would consider a change to gas. This is 
an indication that the replacement mar- 
ket for gas appliances is primarily among 
gas users. 


What they are doing 


Two ADP companies have already in- 
stituted systems of prizes and bonuses to 
employees for supplying sales leads 
(one company turns the leads over to 
dealers). Employees contacting custom- 
ers, such as home economists, servicemen 
and meter readers, are being trained to 
turn in reports on the type and age of 
equipment being used. Educational pro- 
grams among employees are also being 
conducted to be sure that they will be 
able to point out all the desirable fea 
tures and improvements in quality gas 
appliances. 

Another company found from its local 
market survey that a fairly large propor 
tion of the better income groups had gas 
ranges over ten years old. In a meeting 
with manufacturers and dealers they pro 
ceeded to organize a cooperative Spring 
Range Promotion that blanketed the city 
in every possible type of media with the 
desirability of gas ranges. 

Different servicing policies are being 

(Continued on page 44) 
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Revise LPG standards for utilities 





By WILLIAM R. FRASER* 


Chairman, A. G. A. Committee 
on Liquefied Petroleum 
Gas Utility Code 


@ New safety provisions for installing 
liquefied petroleum gases facilities for 
utility use are another striking instance 
of the gas industry’s self-regulatory ac- 
tivities. Initiated by the American Gas 
Association and carried out by a com- 
mittee headed by the author of this ar- 
ticle, the revisions go far beyond any 
similar set of standards to assure maxi- 
mum safety in utility use of liquefied 
petroleum gases.—The Editors. 





standards for utility liquefied 
petroleum gases installations have 
been adopted by the National Fire Pro- 
tection Association. These revisions, the 
first since original specifications were 
made in 1949, were prepared by an 
American Gas Association committee and 
represent tightened regulations resulting 
from gas industry experience. 

In the period immediately following 
the cessation of hostilities in World War 
Il, public utilities throughout the coun- 
try became concerned about steadily in- 
creasing demands for gas and the short- 
age of supply. The use of liquefied petro- 
leum gas for supplemental or enriching 
purposes appeared to be the answer. 
Plants could be erected relatively cheaply 
and quite rapidly and personnel required 
for plant operation could be readily and 
quickly trained. Because of these con- 
ditions, a large number of utility lique- 
fied petroleum gas plants were con- 
structed and the NFPA standards on 
Liquefied Petroleum Gases No. 58 was 
used as a guide in the assembling of the 
plant equipment. 

Public utility operation placed require- 
ments on liquefied petroleum gas instal- 


_ "Assistant to Manager of Operations, Mich- 
igan Consolidated Gas Co., Detroit, Michigan. 
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lations that differed in a number of ways 
from the kind of equipment and instal- 
lations which were considered for the 
development of Pamphlet No. 58. There- 
fore a special committee on Liquefied 
Petroleum Gas utility operation was 
formed and a separate set of standards 
was developed for the utility operations. 
These standards were adopted in 1949 
and issued by the NFPA as Pamphlet 
No. 59. 

After the issuance of Pamphlet No. 
59, A. G. A. continued a special com- 
mittee for studying the use of liquefied 
petroleum gases at utility gas plants. It 
became apparent in 1952 that some re- 
vision of the original 1949 standards 
would be required and, at the request of 
NFPA, the A. G. A. committee began 
active work on the revision. This com- 
mittee is an advisory group whose work 
is submitted to NFPA for acceptance. In 
December of 1953, the committee sub- 
mitted the results of their deliberations 
to the NFPA Committee on Gases with 
a recommendation that the work be 
adopted. This NFPA committee pre- 
sented the revised standards to the NFPA 
annual meeting where the formal action 
leading to adoption was completed. 


Standards outlined 


The standards, as outlined in Pamphlet 
No. 59, recommend basic requirements. 
The principal purpose of the standards is 
to describe methods for the protection of 
persons and property by providing in a 
condensed form a standard of reference 
to serve as a guide for agencies concerned 
with the construction and operation of 
liquefied petroleum gas equipment at 
utility gas plants. 

In the newly proposed set of standards 
the minimum size of container considered 
has a water capacity of 2,000 standard 
U. S. gallons. The maximum size of con- 
tainer considered contains 30,000 stand- 
ard U. S. gallons. These tanks are to be 


considered and tested in accordance with 
the present unfired pressure vessel codes 
of the American Society of Mechanical 
Engineers and the American Petroleum 
Institute and American Society of Me- 
chanical Engineers. 

The revised Pamphlet No. 59 provides 
for a change in the grouping and spacing 
of storage containers and equipment with 
regard to adjacent structures and prop- 
erty lines and gives special considera- 
tion to installations containing six or 
more containers. When an installation 
contains more than six individual storage 
containers, each grouping of six con- 
tainers shall be segregated in a manner 
that will provide some measure of pro- 
tection from any accident that may occur 
in an adjacent group of six or less storage 
containers. 

The method of mounting storage con- 
tainers is given consideration. Also rec- 
ommendation is made that the volu- 
metric capacity of storage container mani- 
folds between block valves be limited 
and that these manifolds be separated 
from surrounding equipment or property 
lines by specific distances. 

The kind of piping, tubing, and fit- 
tings which may be used in the building 
of a plant are specified and detailed 
methods of installing relief devices are 
outlined. These latter provisions specifi- 
cally consider the prevention of im- 
pingement of escaping gas on any plant 
equipment if and when relief devices 
operate to rélieve pressure in any con- 
tainer or piping system. 

The paragraphs covering vaporizers 
and vaporizing housings have been thor- 
oughly revised and new specifications 
have been suggested for liquid level 
gauging devices. 

In the Appendix of the Standards, 
Appendices A, B, and C have been 
adopted verbatim from the latest edition 
of NFPA Pamphlet No. 58. The major 
change in these appendices is the flow 

(Continued on page 43) 








Gas home laundries create sales 





How two New Freedom 
Gas Laundry promotions 
put water heaters up 
front in sales drive 


Ohio Fuel Gas 


H«* is a new promotional idea that 
really sold gas water heaters for The 
Ohio Fuel Gas Company, a non-merchan- 
dising utility with headquarters in Co- 
lumbus, Ohio. The campaign, which sold 
5,620 water heaters on Ohio Fuel mains, 
was held during February and March and 
was coordinated with the American Gas 
Association's national promotion. 

The New Freedom Gas Laundry pro- 
motion is an indirect approach to selling 
automatic gas water heaters. It takes a 
plain and unglamorous appliance, sets it 
in a beautiful and desirable setting, and 
creates a desire in the public mind for the 
whole package. 

This type of promotion has many ad- 
vantages. It provides a means of tie-in for 
dealers who sell automatic washers and 
gas dryers as well as those who sell water 
heaters. It provides an excellent oppor- 
tunity to again demonstrate the modern- 
ity of gas appliances. It promotes a New 
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More than 800 plumber-dealers in eight cities were introduced to Ohio Fuel’s New Freedom Gos 


Laundry as the Ruud Caravan cooperated with the utility in demonstrating water heaters, dryers 


Freedom Gas Laundry—a package unit 
as against several single gas appliances. 

Ohio Fuel’s sales promotion people de- 
cided on this plan only after talking to 
some of the water heater manufacturers. 
Most of the manufacturers were enthusi- 
astic about the idea. They realized that 
automatic washing machines use many 
gallons of hot water, and in turn, create 
a need for a better hot water supply. 

This promotion, like all Ohio Fuel’s 
promotions, was divided into two phases. 
One phase was beamed to the plumber- 
dealer, and the other phase was beamed 
to the public. 

The Ruud Manufacturing Company 
cooperated with Ohio Fuel in drumming 
up plumber and dealer interest in the 
promotion. They introduced the cam- 
paign with the new Ruud Caravan. 

The Caravan is a well produced hot 
water show. It draws a sharp contrast for 
plumbers between the automatic gas 
water heater and the automatic electric 
water heater. It compares recovery rate 
and hot water supply. It is interesting to 


note that the Ruud Caravan contains a 
minimum of commercialism for Ruud. It 
concentrates on the exclusive features 
which only gas provides in automatic 
water heating. 

The Ruud Caravan is divided into 
three parts. The first discusses the market 
for water heaters, washers, dryers, and 
dishwashers. The second section discusses 
fast recovery and water temperatures in 
the automatic gas water heater. The last 
section is a gas dryer demonstration. The 
Caravan was put on by Frank McFerran, 
Ruud’s general sales manager; Paul 
Miller, Ohio Fuel’s dealer sales manager; 
and Mrs. Katherine Ashcraft, home serv- 
ice advisor for Ohio Fuel. 

The Caravan played to more than 800 
plumber-dealers in eight major Ohio 


’ Fuel towns. Although this is far froma 


100 percent attendance, the cooperation 
among manufacturer, distributor, dealer 
and utility is at an all time high for the 
area. 

The New Freedom Gas Laundry pro 
motion was carried to the public by news 
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paper, radio, television, truck cards, 
bumper stickers, floor and window dis- 
plays and demonstrations. A series of five 
newspaper ads each showing a beautiful 
all-gas laundry was used. A schedule of 
150 newspapers carried the ads. 

Brand names of water heaters were 
used in the ads when the local plumber- 
dealer cooperated by running his own 
advertising. 

A ten-station radio network carried 
water heater and New Freedom Gas 
Laundry commercials on Ohio Fuel’s 
daily homemaker show. Laundry ideas 
and tips were woven into the show itself. 
All-gas laundries were also the subject 
for the commercials on the company’s 
daily newscasts in Toledo and Columbus. 

Most of the commercials on Ohio 
Fuel’s three TV stations showed and 
demonstrated the New Freedom Gas 
Laundry. The background for the com- 
mercials showed the name plates of gas 
water heaters. 

A thousand truck cards told of the gas 
water heater exclusive advantage where- 
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Display of advertising furnished dealers for 
home laundry campaign by Pittsburgh companies 


Potential market for gas water heaters, dryers was de- 
picted to plumber-dealers by Ruud’s Frank McFerran 


(Left) Key role of hot water supply shown at Pitts- 
burgh show. Ruud Model kept water at 160 F through 
three washing cycles; sidearm failed after one load 


ever the company trucks traveled. Hun- 
dreds of bumper stickers were given 
plumber-dealers to increase the impact. 
Colorful displays to carry out the promo- 
tional theme were used in the 61 gas com- 
pany offices. 

The Home Service Department pre- 
sented 46 gas dryer demonstrations to 
over 2,600 women. These demonstrations 
were held either in the plumber-dealer’s 
store, or were sponsored by him and held 
in the gas office. Naturally, these demon- 
strations were invaluable because they 
provided an opportunity for the specta- 
tors to ask questions and get help on their 
special problems. 

The dealer contact men in the field 
gave direction to the plumber-dealers’ 
promotional activity by coordinating 
their efforts with Ohio Fuel’s promotion. 
Plumber-dealers ran a total of 11,300 
column inches of newspaper advertising 
on gas water heaters during the two- 
month promotion. In addition, there 
were 3,570 column inches of gas dryer 
advertising. 


Pittsburgh companies 


dopting the A. G. A. formula for a 
Modern Gas Home Laundry program 
featuring the automatic gas dryer and the 
water heater, the natural gas companies 
serving Pittsburgh and a broad tri-state 
area conducted a successful February- 
March campaign. 

The four companies are Equitable Gas 
Co., The Peoples Natural Gas Co., The 
Manufacturer's Light and Heat Co., and 
United Fuel Co., serving over 1,100,000 
meters in Pennsylvania, Ohio, West Vir- 
ginia, Maryland and New York. 

The campaign was built around the 
slogan, “From Start to Finish, You're 
Ahead with Gas.’ Key piece was the 
dealer portfolio, “Open the Door to 
Greater Profit in ’54,” which presented 
sales pointers on water heaters and dry- 
ers, schedules and proofs of Modern Gas 
Home Laundry newspaper insertions, 
and details of outdoor, radio and televi- 


(Continued on page 42) 
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No 250 advertising and public rela- 
tions executives participated in a 
two-day workshop at the Hotel Statler, 
Boston, May 13-14. The occasion was the 
33rd annual convention of the Public 
Utilities Advertising Association. Morn- 
ing and afternoon programs were 
sparked by informative speakers from 
within and without the public utility in- 
dustry. 

Walter G. Heren, Union Electric Co., 
St. Louis, and president of PUAA, called 
the meeting to order. Reports of officers 
were read and the meeting embarked on 
its original purpose, a clinical study of 
present day advertising methods and re- 
sults, with particular reference to electric 
and gas utility advertising. 

Paul Lyness, vice-president, Opinion 
Research, Princeton, N. J., offered a brief 
analysis of institutional advertising. He 
tendered some precepts that were appli- 
cable to all types of advertising. Too 
many advertisers strive for a pretty effect, 
catchy headlines or startling results, at 
the expense of honest, convincing ad- 


12 


vertising copy, he declared. 

Competent research can contribute 
greatly to the success of an advertise- 
ment, Donald B. Armstrong, McCann- 
Erickson, Inc., New York, told the con- 
vention. He offered several examples of 
instances where advance creative research 
had determined the type of approach 
would be most successful in advertise- 
ments. Advance knowledge of what the 
public wants and expects in a product can 
influence the format of advertising de- 
signed to sell such products. 

Charles B. Delafield, vice-president, 
Consolidated Edison Company of New 
York, acquainted delegates with some of 
the financial facts of life regarding the 
public utility industry. He recounted the 
major factors that must be presented to 
the public, to investors, and to legislative 
bodies, if the public utility industry is to 
continue to raise the great amounts of 
capital needed for their necessary expan- 
sion. 

Miss Betty Furness, TV-commercial 
star, told delegates of the amount of 


@ Annual PUAA conference makes clinical study of advertising methods and results © 


Public Utilities Advertising Association's new officers (seated |. to r.): Raymond Fenton, ( 
cago, first vice-president; C. Fred Westin, Newark, N. J., president; Robert H. Bridges, ( 
land, second vice-president. Standing, |. to r.: R. D. Furber, Minneapolis, third vice-presi¢ 
George C. Hanel, Hartford, Conn., secretary and Mead Schenk, Dubuque, lowa, trea 





work and preparation that goes into the 
production of a live or filmed demon- 
stration of appliances. Such demonstra- 
tions are rehearsed, staged and directed 
as meticulously as the entertainment fea- 
tures of the TV programs, Miss Furness 
said. She advocated expanded use of dem- 
onstration type of salesmanship, such as 
our home service representatives pet- 
form, before national instead of local or 
regional audiences, wherever possible. 
The delegates were greeted at lunch 
eon by Thomas G. Dignan, president, 
Boston Edison Co., one of the host com 
panies. Walter H. Sammis, president, 
Edison Electric Institute, and president, 
Ohio Edison Co., commented upon the 
diamond jubilee program which the elec 
tric industry is carrying out this year im 
celebration of the 75th anniversary of 
the invention of the first successful elec 
tric light bulb. C. Fred Westin, Public 
Service Electric & Gas Co., Newark, N.}. 
and first vice-president of PUAA, pte 
sided at the luncheon conference. 
Raymond W. Fenton, The Peoples 


AMERICAN GAS ASSOCIATION MONTHLY 








Gas ] 
chair 
The 
the s 
Brids 
Com 

Th 
in th 
cusse 
Belvi 
New 
sales. 
trip ¢ 
mal ¢ 
the cc 

Sck 
discus 
Westi 
of mz 
Amor 
while 
cation 





SS ERR RS 


BER | 


we RS 


of J. Walter Thomp- 
future market potentials 


Raymond Moley, Newsweek editor, 
presents information on government 
projects 


power and navigation 


Gas Light & Coke Co., Chicago, served as 
chairman at a short afternoon conference. 
The continuing PUAA cost analysis was 
the subject of a report by Robert H. 
Bridges, Cleveland Electric Illuminating 
Company. 

The future of television, particularly 
in the field of color television was dis- 
cussed by a panel comprising Hugh M. 
Belville, director of research, NBC-TV, 
New York, and Jay Heitin, New York 
sales manager for the TV station. A boat 
trip on the Charles River and an infor- 
mal dinner and entertainment lightened 
the conference Thursday night. 

School aid programs for utilities were 
discussed by a panel headed by C. Fred 
Westin. He was aided by representatives 
of manufacturers and utility companies. 
Among the examples displayed as worth- 
while endeavors in this field was the edu- 
cational service being distributed by the 
A. G. A. Promotion Bureau. 

An interesting and humorous view- 
point of the important part weekly news- 
Papers can play in the advertising and 
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Leonard Dreyfuss, United Advertising 
Agency, advocates use of “action” words 


public relations activities of public utili- 
ties and other community businesses was 
presented by Henry B. Hough. Together 
with his wife, Mr. Hough has published 
and edited the Vineyard Gazette, at 
Martha’s Vineyard, for many years. 

Leonard Dreyfus, chairman of an ad- 
vertising agency, told how public utili- 
ties could increase advertising efficiency. 
As an expert in outdoor advertising, Mr. 
Dreyfus strongly urged increased consid- 
eration be given to action words, illustra- 
tions and ideas, particularly in this type 
of advertising. 

Future markets and potentials of 
America were outlined by W. C. Mc- 
Keehan, J. Walter Thompson Co., Bos- 
ton. Raymond Moley, former braintruster 
for the New Deal regime in Washington, 
and presently a contributing editor of 
Newsweek Magazine, presented some 
factual information concerning govern- 
ment projects. With a background of 
many years of study given to the govern- 
ment’s bookkeeping methods on public 
power, navigation and irrigation proj- 


Role of weekly newspapers was topic of 
H. B. Hough, “Vineyard Gazette” editor 


John J. Quinn, Boston, envisions 
new horizons in gas industry adver- 
tising, promotion, public relations 


ects, Mr. Moley was able to illustrate how 
unfair such competition could be for the 
privately managed utilities. 

Mr. Fenton presided at the luncheon 
meeting. Norval D. Jennings, advertis- 
ing manager, A. G. A., introduced John 
J. Quinn, vice-president, Boston Con- 
solidated Gas Company. As a former 
chairman of the A. G. A. National Copy 
Committee and its National Advertising 
Committee, Mr. Quinn was able to con- 
tribute some pertinent thoughts on the 
value and ethics of competitive advertis- 
ing in the utility field. 

Then, as a substitute for Earl H. 
Eacker, president of A. G. A., and presi- 
dent, Boston Consolidated Gas, Mr. 
Quinn told delegates of the many pro- 
motional, advertising and public rela- 
tions campaigns the gas industry now is 
operating. He outlined the new horizons 
ahead for our industry and urged the 
hearty cooperation of all segments of the 
industry in reaching those horizons. 

Winners in the PUAA Better Copy 

(Continued on page 43) 
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Public relations 
(Continued from page 6) 





we have tried to show that natural gas just doesn’t pop out of 
the ground and into the kitchen range, dirt cheap; that it 
requires discovery, development, processing, transportation, 
and distribution: all costing money. After rate increases, of 
course, we keep reminding customers that gas is still an ex- 
treme bargain. Our newspaper advertising is supplemented 
by similar treatment in car cards, radio, and bill stuffers. 

Publicity, as another important public information vehicle, 
has had increased emphasis in the following categories: 


(1) General information about the company: rates, in- 
dustrial relations, finances, budgets, gas supply and pipelines, 
new buildings, taxes, safety. 

(2) Local news about offices, meetings, extensions of sys- 
tem, special events. 

(3) News about company people: their promotions, retire- 
ments, important anniversaries, participation in local affairs. 

(4) Promotional information relating to new develop- 
ments in appliances, model houses, important new uses of gas, 
sales campaigns, dealer affairs, cooking schools. 

(5) Industry news from A. G. A. or GAMA. 


Our publicity material is designed to meet the criteria of 
acceptability, good taste, and humanization of the company. It 
is never forced upon publishers. The greater and greater use 
of it by newspapers, especially in sub-metropolitan areas, has 
been rewarding. 


Press relations 

Closely related is a constant press relations program. Fre- 
quent contacts and occasional group meetings with both 
working press and editorial levels are slated objectives. It is 
company policy to be completely above-board with our news- 
paper friends, to provide them with news releases and features 
on all aspects of company doings, to distribute “handouts” of 
official statements or speeches, picture coverage, and a frank 
answer to every pertinent question. The same applies to news- 
rooms of TV and radio stations and to press associations. 

Company publications include a bi-weekly news sheet and 
bi-monthly pictorial supplement for employees. These carry 
management views plus employee news. There is also a Dealer 
News, beamed at more than 2,000 appliance dealers. 

Another informational vehicle that has come in for empha- 
sis is motion pictures. We have developed a library of several, 
in sound and color, depicting various aspects of the company’s 
operations or interpreting our economic problems in ways that 
affect customers. One, for example, pictures Southern Cali- 
fornia’s mushroom growth and developes its impact on the 
economics of our business. Another, now being completed, is 
titled ‘Tenth of the Month”. Dramatically, it “‘itemizes’ a 
typical gas bill, showing the cost components underlying it. 

Upward of 30,000 people in service clubs and like organi- 
zations were exposed to our films last year, plus several times 
that number of students in public schools. As with a number of 
our public relations activities, we have produced these motion 
pictures jointly with Southern Counties Gas Company. 

Closely allied to motion picture showings are talks given 
before organized groups. Often, such facile orators as we 
have in our own ranks handle these assignments. More re- 
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cently, we have retained a qualified professional speaker, part 
time. His subjects include the light and human side of our day- 
to-day operations, as well as interpretations of our more seri. 
ous physical and economic problems as they affect public in. 
terest. He has been entertaining as well as persuasive, and 
audience reactions are good. 

Special groups, such as newspaper publishers, college 
groups, and our own employees, have been addressed by the 
company’s president in a series of luncheon or dinner meetin 
over the system. Through a chart talk on “Some Facts About 
Growth, Inflation, and Gas Costs’’ our seemingly paradoxical 
economic situation is given clear exposition. At the close 
each person is handed an illustrated booklet having the same 
title, to carry away and peruse at his pleasure. 


Special purpose literature 

We believe in auspicious use of pamphlets of this type, in- 
cidentally. Now under development is what I term “special 
purpose literature’’: a series of short pamphlets that will deal 
with such subjects as “Tax Facts”, “Rate Regulation and What 
It Means”, ‘““The Challenge of Growth”, “What Texas Gas 
Means to Southern California’, ‘““Your Company's Depend- 
able Service”. Circulated ad lib, their impact should be signifi. 
cant in the aggregate. 

Of course, we try to exploit plant visitations and inspection 
tours for all they're worth. A two-day bus and airplane tour 
of the California portion of the Texas pipeline and compressor 
plants has proved a particularly effective way of both telling— 
or showing—our story and getting acquainted with such 
groups as college faculty members, newspaper publishers, 
and financial writers. 

I have commented on representative samples of the various 
activities involved in each of the three prongs of our public 
relations program. These and others are under continuing 
study by a public relations discussion panel, informally con- 
stituted of department heads directly involved with certain 
phases of public relations. We have also had the guidance of 
an outside public relations consultant. Plans are reviewed 
with division managers, and their judgment included. We are 
completing a public relations manual that will comprehend the 
program and its interpretations for supervisory personnel. 
Later will come a series of meetings to get everybody in the 
act. For public relations is not a job for one person—or one 
department. 

Has it been successful so far? It is impossible to be certain, 
but there are signs that it has helped; and as many signs that 
we have much more to do. Motivational research was done for 
us late last year to show, in part, the personality or “image” 
of the company in the public mind. In many ways it was 
assuring. We seemed to stand well as compared with other 
companies—even other utilities. Of course, whatever shining 
record it reflected has evolved throughout the company’s 
history. In other ways, however, it showed challenging 
barriers. 

We feel warranted in drawing the conclusion to continue af 
intensive, unremitting public relations campaign. One com 
sisting of not two or three major components, but a veritable 
array of activity in each of the three major areas of customeri 
relations, community relations, and public information; 4 
strong cable woven of myriad wires, each doing its share of 
the job. It will not be accomplished overnight. Public t 
lations is a never-ending process, and we know it. 
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Gas househeating rises again 





By A.G. A. BUREAU 
OF STATISTICS 


ew gas househeating installations dur- 
N ing 1953 aggregated 1.2 million, 
raising the total number of homes heated 
with utility gas at the end of the year to 
12.9 million, equivalent to 50.9 percent 
of all residential gas consumers. More 
meaningfully, existing heating customers 
represent 61.3 percent of all residential 
users considered to be part of the cur- 
rently existing potential market for gas 
househeating. 


It is anticipated that approximately 1.2 
million additional families will heat with 
gas during each of the next three years. 
These expectations exceed slightly the 
forecasts for comparable periods of time 
submitted by the utility industry one year 
ago, thus reflecting improved gas sup- 
plies, substantial easing of restrictions 
on new heating installations, and con- 
tinued advantageous price relationships 
with competitive fuels in most areas. 

As of the end of 1953, there were 88 
utilities, serving 9.1 million residential 
customers (equivalent to 36 percent of 
all households served by the industry) 
which still had in effect restrictions of 


some kind on new heating installations. 
One year earlier 120 companies, serving 
10.2 million families, were in a similar 
position. Increased supplies of gas and 
significantly expanded underground stor- 
age facilities are expected to reduce this 
frequency of restrictions still further in 
the near future. 

The most significant increase in antici- 
pated new heating customers will occur 
in the East North Central area, and is 
concentrated largely in Illinois and Mich- 
igan. Additional supplies of gas in that 
area will permit 990,000 new heating 
customers to be served during the next 
three seasons with the expected number 














EXISTING AND POTENTIAL GAS HOUSEHBATING CUSTOMERS 
IN THE UNITED STATBS, BY STATE, DBCEMBER 31, 1953 
(Thousands of Customers) 
Existing Potential Bxisting Potential 
Residential Customers Residential Residential Customers Residential 
December 31, 1953 Househeating December 31, 1953 Househeating 
State Total®  Househeating _Customers> State Total® “Househeating _ Customers” 
United States 25, 384 12, 909 21, 063 South Atlantic (Cont'd. ) 
Florida 209 78 145 
New England 1,584 117 1,045 Georgia 298 241 284 
Connecticut 386 16 293 Maryland 417 126 341 
Maine 37 1 y) North Carolina 74 19 41 
Massachusetts 950 & 572 South Carolina 43 13 27 
New Hampshire 36 7 27 Virginia 286 85 188 
Rhode Island 15S 8 114 West Virginia 305 246 303 
Vermont 20 c 14 
East South Central 915 688 839 
Middle Atlantic 6,648 1,327 4,730 Alabama 246 172 240 
New Jersey 1, 204 125 1,024 Kentucky 285 213 239 
New York 3,549 454 2, 005 Mississippi 188 185 188 
Pennsylvania 1,895 748 1,701 Tennessee 196 118 172 
East North Central 5,773 2,254 4,559 West South Central 2, 680 2, 652 2, 679 
Ilinois 1,896 468 1,308 Arkansas 184 182 183 
Indiana 602 149 479 Louisiana 455 451 455 
Michigan 1,166 447 899 Oklahoma 54 454 454 
Ohio 1,670 1,089 1,362 Texas 1,587 1,565 1,587 
Wisconsin 439 101 31 
Mountain 727 664 707 
West North Central 1,945 1, 265 1, 707 Arizona 170 164 165 
lowa 309 169 283 Colorado 232 ail 232 
Kansas 404 378 389 Idaho 1 c c 
Minnesota %67 208 318 Montana 72 67 70 
Missouri 613 337 496 Nevada 6 3 2 
Nebraska 185 131 155 New Mexico 108 105 108 
North Dakota 27 13 29 Utah 93 72 88 
South Dakota #0 29 37 Wyoming t ] 42 42 
South Atlantic 1,820 869 1,494 Pacific 3, 322 3,073 3, 303 
Delaware 52 5 38 California 3,176 3,036 3,176 
District of Columbia 166 56 127 Oregon 85 26 79 
Washington 61 ll 48 
a. Preliminary. 
b. Including customers already using gas for househeating. 
c. Less than 500 customers. 
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ANTICIPATED ADDITIONAL GAS HOUSEHEATING CUSTOMERS 
IN THE UNITED STATES, BY STATE, 1954-1957 


(Thousands of Customers) 





1954-1955 Heating Season 1955-1956 Season 














New Existing New Existing New Existing 
j Dwelling Dwelling Dwelling Dwelling Dwelling Dwelling 

i Total Units Units Total Units Units Total Units Units 
1,175 656 519 1,214 650 564 1,245 636 609 

' 4 4 32 43 10 33 49 lu 38 
j Ss 2 6 4 2 7 10 2 8 
: a a a a oa a a a a 
’ 2s 6 19 25 7 18 29 8 2 
t 2 a 2 2 a 2 3 a 3 
6 1 5 7 1 6 7 1 6 

a a a a a a a a a 

216 89 127 177 79 98 in 77 94 

43 31 12 44 31 13 44 30 14 

i 102 24 78 71 17 54 6€ 16 so 
q 7 34 37 62 3 31 61 31 30 
259 88 171 353 107 246 378 107 271 

69 20 49 113 14 99 140 15 125 

29 10 19 36 15 21 36 1S 21 

17 9 S 117 41 16 117 41 16 

143 49 94 76 34 42 70 33 37 

1 a 1 ll 3 3 15 3 12 

119 59 60 125 56 69 136 50 86 

: 30 5 2 23 4 19 21 4 17 
20 17 3 15 14 1 12 12 a 

31 ll 20 28 il 17 25 10 15 

3 20 5 39 19 20 63 17 6 

[ 9 4 5 16 6 10 10 5 5 
t 1 1 a 1 1 a 3 1 2 
4 3 1 2 3 1 2 2 1 1 
q 90 64 26 81 56 25 78 54 24 
1 1 a 1 1 a 1 1 a 

3 1 2 3 1 2 3 1 2 

5 3 2 5 3 2 5 3 2 

2s 21 4 24 19 5 22 18 4 

22 14 8 20 14 6 19 13 6 

8 5 3 9 5 4 a 5 4 

3 2 1 3 1 2 4 2 2 

1S 12 3 14 ll 3 13 10 3 

8 5 3 2 1 1 2 1 1 

48 32 16 51 34 17 48 34 14 

5 3 2 6 3 3 5 3 2 

18 13 5 20 15 5 20 16 4 

ll a 2 13 10 3 13 10 3 

14 7 7 12 6 6 10 5 5 

172 116 56 166 117 49 162 1i5 47 

15 3 12 ll 3 8 10 3 7 

21 14 7 22 15 7 21 14 7 

17 16 1 16 1s 1 16 1s 1 

119 83 36 117 84 33 115 83 32 

64 43 21 56 39 17 “9 34 15 

19 14 5 17 14 3 16 14 2 

17 14 3 14 ll 3 10 8 2 

a a a a a a a a a 

7 1 6 5 1 4 6 1 5 

a a a a a — a a a 
12 9 3 il 8 3 s 6 i 

7 3 4 7 3 4 7 3 4 

2 2 a 2 2 a 2 2 a 

166 156 10 162 152 10 174 154 20 

164 154 10 161 151 10 162 152 10 

% 1 1 a a a a 2 a a 
y 1 1 a 1 1 a 12 2 10 














of annual new connections reaching 
nearly 400,000 in the third year. 

From a percentage standpoint the most 
rapid growth is anticipated in New Eng. 
land. The connection of 133,000 new 
heating customers by the end of 1956 
will more than double the number of 
such customers served by the industry 
in New England at the present time. 

Data shown in this survey represent 
industry totals based upon reports te. 
ceived from 278 utilities serving 92 per: 
cent of the residential customers in the 
country. Utilities were requested to indi. 
cate the ultimate potential for gas house. 
heating among their existing residential 
users. Many such customers occupy units 
in multi-family structures generally 
served by one central heating unit which 
is considered to be physically not adapt. 
able to gas heating or in which even the 
most favorable prospective gas price 
would still be sufficiently disadvantage. 
ous to anticipate its use. 

Data relating to potential heating cus- 
tomers reflect these two limiting factors 
and furthermore exclude the potential 
market to be created by new construc. 
tion in the future and by initiation of gas 
service in existing housing not currently 
using gas for any purpose. 


Indiana names Peabody 


G. PEABODY, executive engineer of Citi- 

. zens Gas and Coke Utility, Indianapolis, 
was elected president of the Indiana Gas Asso- 
ciation at its 44th annual convention April 
22-23 at French Lick. A. B. Brown, president 
of Southern Indiana Gas and Electric Go, 
Evansville, was elected to the vice-presidency. 
Victor C. Seiter, controller of Citizens Gas, 
was re-elected secretary-treasurer. James © 
Sackman, Hammond, is the association's retif- 
ing president. 


Blake heads MUA 


T ITS ANNUAL business conference on 

April 23, the Maryland Utilities Associa 
tion elected J. Frank Blake, Jr. as its presi 
dent. Mr. Blake is general manager of the 
Conowingo Power Co., Elkton, Maryland. 
As association president, he succeeds & 
Cleveland Giddings, vice-president of the 
Capital Transit Co., Washington, D. C. 

Other officers who were elected are: First 
Vice-President George M. Nelson, Salisbury; 
Second Vice-President C. Oscar Berry, Wash 
ington, D. C.; Secretary Robert L. Smith, 
Frederick; and Treasurer Austin E. Pens, 
Baltimore. 
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A number of the past reports issued by 
the Rate Committee* of the American 
Gas Association provide basic informa- 
tion on gas rate fundamentals. Because 
some of these reports were issued back 
in the early 1920's they may be unknown 
to the newcomers to gas rate making, or 
they may be overlooked because many of 
the Rate Committee reports also treat 
with problems current at the time of pub- 
lication but with only historic interest 
today. 

Certain milestone reports on princi- 
ples, class rates, cost studies and load 
characteristics are referred to in this arti- 
cle. These reports include fundamental 
pronouncements applicable to current op- 
erations which can be gainfully reviewed 
by those concerned with gas rates. All of 
the reports mentioned may be found in 
the printed yearly A. G. A. Proceedings. 

A resume of the topics studied by the 
Rate Committee and its predecessor by 
years from 1916 to 1953 has been com- 
piled and may be had by writing to the 
Association. 

“Principles of Rate Making for Gas 
Companies”, Appendix I in the 1926 
Proceedings, pages 92 to 118, really lives 
up to its title. Starting with a brief his- 
tory of the gas industry from 1812 to 
1925, the report then discusses rate 
fundamentals; explains the theories of 
rate structure including the elements of 
cost analyses which is illustrated by an 
example for a water gas company; and 
concludes with remarks on rate forms. 
Despite references to eight precent re- 
turn and the manufactured gas basis, this 
report is as fresh and deserving of study 
today as it was in 1926. 

By 1933 competition and changes in 
the national economy called for another 
look at the fundamentals of rate making, 
much of which carries over to today’s 
thinking. Accordingly a study of rate 
principles would not be complete with- 
out the report on “Domestic Gas Rates”’, 
Appendix I, 1933 Proceedings, pages 
52 to 61, and “Report to the National 
Directing Committee of Executives’, 
Appendix IV, 1933 Proceedings, pages 
81 to 90. These two reports deal with 
the need for promotional rates, types of 
rates, importance of rate flexibility and 
public acceptance of proper rates. 

Some practical observations on class 
rates are contained in a section titled 
“Class Rates” from the 1936 Proceed- 
ings, pages 31 to 36. 


* Known as the Rate Structure Committee prior 
to 1938. 


House heating has become such an im- 
portant part of the domestic load, especi- 
ally in natural gas territory, that the com- 
mittee has studied it over the years. Ap- 
pendix A, “Report of Subcommittee on 
Gas House Heating Rates’, pages 52 to 
65 of the 1951 Proceedings, is a recent 
study with examples. 

The extension of natural gas supply 
by long distance pipeline has increased 
the need for ‘‘filling the valley”. This is 
the subject of a “Report of the Subcom- 
mittee on Interruptible, Off-Peak and 
Seasonal Gas Rates’, pages 70 to 114 of 
the 1952 Proceedings. Besides giving the 
principles and regulatory concepts this 
report includes excerpts from the tariff 
schedules of various companies. An im- 
portant part of this report is the bibliog- 
raphy for the period 1936 to 1951. 


Cost studies 


Rate making requires a balance be- 
tween the cost of service and the value of 
the service. Cost studies have been made 
for years for guiding management in 
pricing, sales and system planning. A 
basic form of cost of service analysis was 
included in the “Principles of Rate Mak- 
ing for Gas Companies’ first mentioned 
above. Another and more detailed report 
on cost study is contained in “Statistics 
and Cost Accounting” of the Accounting 
Section, pages 412 to 445 of the 1926 
Proceedings. 

Additional reports on cost studies are 
shown by the bibliography included as 
Appendix I to the “Report of Subcom- 
mittee on Cost Analyses”, pages 131 to 
133 of the 1949 Proceedings. 

Making cost studies, load forecasting, 
or planning for system growth requires 
a knowledge of customer load character- 
istics. This subject has been of increasing 
interest and has been made a continuing 
activity of the Rate Committee and of the 
Committee on Economics. 

The ‘Report of Subcommittee on Cus- 
tomer Load Characteristics’, pages 77 
to 129 in the 1949 Proceedings, outlines 
the methods of making the studies, re- 
ports on characteristics of gas house 
heating loads from two actual field tests, 
and reports on load characteristics of one 
family domestic customers. In addition 
there is a bibliography on customer load 
characteristics for those who wish further 
information. Additional studies are re- 
ported in subsequent years but the 1949 
report gives a basic treatment of this im- 


(Continued on page 41) 
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Prepared by 
A. G. A. Personnel Committee 


Edited by W. T. Simmons 


Assistant to the Personnel Manager 
Philadelphia Electric Company 


@ Young men not wanted—For the last 
decade, management recruiting has been 
putting a strong accent on youth. It had 
gone so far that “old men” in their forties 
were finding it tough to relocate. 

Now comes an ad in the New York Times 
asking for a man “between the ages of 50 
and 65.” The building maintenance com- 
pany explains: “We want a man over 50 
because our business requires a mature man 
to deal with refined people.” 

Has the worm turned? 


@ How to figure suggestion pay—We've 
heard lots of complaints from employees 
about some of the “figuring” that takes 
place when suggestion savings are computed 
for making awards. This had been heard: 
“That gadget of mine is saving the full time 
of one man whose wages alone would be 
$3,000. Those sharp-pencil guys tell me the 
net saving is only $1,000, and that’s what 
my award is based on. Baloney!” 

Of course, it isn’t baloney. But it’s often 
difficult to get the worker to appreciate the 
cost of putting a suggestion into effect. To 
overcome this problem—and at the same 
time provide a bigger incentive for sugges- 
tions—Westinghouse Electric Corporation 
has come up with this new twist: The em- 
ployee’s award is 20 percent of the net sav- 
ing, or 10 percent of the gross saving in the 
first 12 months after the idea is put into 
use, whichever is greater. ‘Gross’ is com- 
puted,” says Westinghouse, “with no regard 
to the expenses involved in initiating the 
suggested change.” 


@ Help employees plan to retire—Too few 
employees, even when nearing retirement, 
recognize that being pensioned will bring 
two serious problems: Too much leisure 
and too little money. 

Neither of these problems is insurmount- 
able—if an employee prepares for them 
ahead of time. Trouble is, too few employ- 
ers are even calling these problems to the 
employee's attention, much less helping him 
prepare for them. 

An exception is Thompson Products. Evi- 
dence is the company’s new booklet, “Re- 
tirement Is What You Make It.” In addi- 
tion to the usual presentation of the details 
of the pension plan, it faces right up to the 
fact that pension-and-Social Security income 
“should form the base for your total finan- 
cial plan.” The importance of personal sav- 
ings and home ownership (if possible) are 
stressed. 

And the booklet provokes more thought 
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with a question: “Do you really yearn for 
the easy life?’’ Probably not, so plan what 
you are going to do “long before approach- 
ing retirement age.” 

If you'd like a copy of this booklet, write 
J. C. Nichols, staff director, company pen- 
sions, Thompson Products, Inc., Cleve- 
land, 17. 


@ Skin protective ointments—Hyzgiene Re- 
search Inc., 684 Broadway, New York has 
developed skin protective ointments. Clerex 
is a protective gel against organic solvents 
and solvents borne irritants. Hydrepel-A 
and Hydrepel-S are creams that protect 
against water solutions and water-borne ir- 
ritants. 


@ Union sued for emotional upset—Just 
what limits, if any, are there on an indi- 
vidual employee's right to sue a union for 
damages? Here’s a really strange court ac- 
tion on the subject—-and a lesson in union 
responsibility. 

Anna Kuzma refused to kick in to buy a 
gift for an official of the Millinery Workers 
Union Local 24 who was to go to Europe. 
Result: Her fellow union members refused 
to go to work unless she was fired. So the 
employer promptly fired her. Anna sued the 
union for the pain, humiliation, mental 
anguish and emotional distress resulting 
from the discharge. Anna’s husband sued for 
medical expenses (Anna was upset) and the 
loss of society and services of Anna. 

An Appellate Court of New Jersey has 
now ordered the case to be tried. Intimated 
that Mr. and Mrs. Kuzma might have good 
causes of action against the union. 


@ NLRB Rulings—Raiding by “craft” 
unions—We are all in a better position to 
know when groups of employees can or can- 
not be organized in craft unions. This has 
been a big question in the past, particularly 
by those employers who preferred to nego- 
tiate with one industrial union rather than 
a number of craft unions. The NLRB 
handed down a policy-making decision in 
the American Potash & Chemical Corpora- 
tion case. 

The background for this decision was 
laid at the Trona, Calif., plant of American 
Potash. This basic chemical plant became 
the battleground for six separate unions 
seeking to represent its employees. Two 
wanted to bargain for all production and 
maintenance employees. The others were 
trying to take over certain workers they be- 
lieved came under their jurisdiction. 

Protection from craft raids was denied 
when the board flatly advised that no new 
industries would be added to the list. In- 
stead it ordered an election that would per- 
mit electricians and powerplant employees 
to join separate unions. Remaining em- 
ployees will vote whether they want to be 
represented by a third union. 


Significant was the board’s majority jn. 
terpretation (Farmer, Rodgers, Murdock— 
Peterson dissenting) of the Taft-Hartley Act 
in this case. Congress, says the board, ip 
tended to permit workers to join unions of 
their separate crafts, even in highly integ. 
rated industries. “It seems clear that Cop. 
gress presumed that the specific community 
of interests among members of a skilled 
craft overweighs the community of interests 
that exists among workers in general,” the 
ruling reads. 

Before giving permission to the raiding 
unions, the NLRB must be assured that the 
union is one that “has traditionally devoted 
itself to serving the special interests of the 
employees in question.” In other words, the 
board prevents such unions as the Machin. 
ists and Teamsters, who in the past have 
frequently recruited workers outside their 
jurisdiction on a craft basis, from continu. 
ing in such practices. When a craft sever. 
ance election is held the NLRB permits the 
employer to indicate his preference for 
either the established union or the craft 
union. 

No discrimination in bonus payment to just 
one group—NLRB General Counsel Bott sees 
no discriminatory intent in refusal of an em- 
ployer to grant Christmas bonuses to members 
of a bargaining unit while passing bonuses out 
to non-represented workers. 

In affirming the regional director's refusal 

to issue’ a complaint in the matter, Bott says 
in an administrative ruling (no names di- 
vulged) ‘that the company paid a Christmas 
bonus to a//l employees in 1950 and 1951, 
before the production and maintenance em- 
ployees were organized. In. 1952 the union 
was certified in production and maintenance, 
and a contract was signed calling for an eight- 
cent pay boost for. those in the unit. The 
agreement made no reference to the bonus. 
* Later, the employer paid the bonus to sal- 
aried employees only, subsequently explaining 
to the union that only the one group would 
get the extra money because the company’s 
production and shipments had dropped. 
Further, the company said, salaried workers 
received the bonus to balance the wage struc 
ture since they had not received increases equal 
to those for the unit. (NLRB General Coun- 
sel Administrative Decision. Case No. 909. 
Made public March 25, 1954.) 

“Hit and Run” sympathy strikers—An 
NLRB stamp of approval has just been 
granted to an employer who, in order to 
maintain smooth business operations, laid off 
183 employees refusing to cross intermittent 
picket lines set up by co-workers belonging to 
another union (Pacific Telephone & Tele- 
graph Co.). This is how the case arose: 

After negotiations for a new union com 
tract broke down, a union representing the 
traffic employees decided on novel strike tse 


(Continued on page 42) 
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Panhandle decision 


By A.G. A. BUREAU 
OF STATISTICS 


he recent decision of the Federal 

Power Commission (OPINION 269), 
in permitting Panhandle Eastern Pipe- 
line Company to value its own produc- 
tion on the basis of the weighted average 
arm's length price of gas at the wellhead 
in the same fields, has created great in- 
terest throughout the industry because of 
its far-reaching implications. 

The Panhandle presentation, agreed to 
by the Commission, specified that pipe- 
line-produced gas should be treated just 
the same as the similar gas which it pur- 
chases from others, both produced and 
purchased gas sometimes coming, 
through partnership arrangements, from 
the very same wells. To effect this result 
Panhandle proposed that all of its gas re- 
serves and production property be ex- 
cluded from the rate base, that all pro- 
duction expenses be eliminated from the 
operating accounts for purposes of rate- 
making, and that it both assume the costs 
involved and enjoy the tax averages pro- 
vided for by law in connection with the 
exploration, development and _produc- 
tion of natural gas. 

In valuing the natural gas which Pan- 
handle itself produces, the staff requested 
adherence to the method which the Com- 
mission has traditionally followed in 
treating pipeline-produced gas for rate- 
making purpases, and which for con- 
venience may be termed the “rate base” 
approach. Under this method, the natural 
gas in place and the properties and equip- 
ment utilized in producing it are in- 
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cluded in the rate base, along with the 
transmission, compression, and other 
facilities employed in transporting and 
selling it to the customers, at the net in- 
vestment which they represent, 7.e., their 
original cost less the reserves which have 
been accrued to cover their depletion and 
depreciation. 

In addition to a return thereon equal 
to the rate of return found reasonable for 
the over-all pipeline operation, there are 
included in the recoverable costs of serv- 
ice, upon which the charges to jurisdic- 
tional customers are based, all operating 
expenses chargeable to production, in- 
cluding such uncapitalized exploratory 
and developmental outlays as delay rent- 
als, geological surveys, and the expenses 
of drilling dry holes. Thus all of the 
costs and risks incurred in the search for 
gas by a pipeline are shifted from the 
stockholders to the customers of the pipe- 
line. 


Unrelated costs 


In addition, all expenses associated 
with the extraction of liquid hydrocar- 
bons, such as natural gasoline, are also in- 
cluded among the allowable operating 
expenses, but corresponding production 
credits are made of the revenues from the 
sale of such products. Thus, the “cost’’ 
of the natural gas varies inversely with 
the fluctuating and unregulated prices of 
such products as natural gasoline, which 
in this case is taken as 6.4 cents per 
gallon. 

Finally under the rate base approach 
allowances for taxes on the production 
property are made in accordance with 
the actual payments made, thus trans- 


An analysis of FPC’s 










approval of new method 


to value gas production 


ferring to the rate-payer all the savings 
of federal income taxes permitted by 
statute to be enjoyed by gas producers 
through the allowances made for de- 
pletion and intangible well drilling ex- 
pense. 

In rejecting the staff position, the 
Commission emphasized that the long- 
term public interest would best be served 
by the new approach, to encourage pipe- 
line systems to produce themselves a sub- 
stantial portion of the natural gas which 
they transport and sell. In the first place, 
such production strengthens their bar- 
gaining position in negotiating gas pur- 
chase contracts with independent pro- 
ducers. The Commission was convinced 
that companies not wholly dependent 
upon arm’s length purchases for their 
entire supplies are generally able to buy 
gas more advantageously. This advantage 
must ultimately rebound to the benefit 
of their customers through lower gas- 
purchase prices and cost of service than 
would otherwise result. 

Secondly, by utilizing their own pro- 
duction to take the swings of pipeline 
through-put in response to seasonal and 
other fluctuations of consumer demand, 
such pipeline systems are able to take 
their purchased gas at relatively uniform 
volumes and high load factors which, 
under the usual provisions of gas-pur- 
chase contracts having minimum take 
clauses, likewise ordinarily results in 
lower purchased-gas and service costs, 
with concomitant rate advantages to their 
customers. 

And thirdly, it is much more in the in- 
terest of consumers in interstate markets 
remote from the major areas of natural- 






19 





ee 


= as 


“ET Pet ee 


—. 
— 





gas production that the pipelines serving 
them continue to control supplies ade- 
quate to give them service reasonably ade- 
quate to meet their needs, than that low 
rates be available to them on paper or in 
theory without the gas supply being 
actually present for purchase by them 
thereunder. 

No policy which fails, while immedi- 
ately leading to somewhat lower rates, to 
create an atmosphere favorable to the 
exploration for natural gas by pipeline 
systems and the minimization of its 
flaring in production or waste in its utili- 
zation promotes the sound conservation 
of this irreplaceable natural resource, is 
in the long-run interest of the nation. 


Quote court decision 


The dissenting positions of the staff 
and Commissioner Claude L. Draper 
emphasized the historical rate base po- 
sition of the Commission, and the extent 
to which this was being modified in the 
current proceeding, and paid scant at- 
tention to the economic policy aspects. 

As justification for its new approach, 
the Commission quoted liberally from 
various U. S. Supreme Court decisions. 
Thus, in the Hope Natural Gas Com- 
pany case, Justice Jackson, recognizing 
the economic functions of price as a tool 
of conservation or means of encouraging 
or discouraging both production and con- 
sumption, stated: 


“Hope’s business has two components 
of quite divergent character. One, while 
not a conventional common carrier 
undertaking, is essentially a transporta- 
tion enterprise consisting of conveying 
gas from where it is produced to point of 
delivery to the buyer. . . . A rate base 
calculated on the prudent investment 
formula would seem a reasonably satis- 


United holds tour 


E UNITED NATURAL Gas Co., Oil 

City, Pa., conducted its fourth annual all-day 

gas country tour on May 10 for 48 high school 
home economics students. 

The tour was designed to demonstrate how 
natural gas is produced and transmitted to 
customers’ homes. Highlights of the trip were 
visits to a drilling well, a compressor station, 
a field warehouse, a transmission line junction 
and a communications center. 

In addition to the students and three 
teachers, the tour group was comprised of 17 
utility company representatives, including 
executives H. S. Rose, president, J. G. Mont- 
gomery, Jr., executive vice-president and H. B. 
Wood, vice-president. 
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factory measure for fixing a return from 
that branch of the business whose service 
is roughly proportionate to the capital in- 
vested... . 

“The other part of the business—to 
reduce to possession an adequate supply 
of natural gas—is of opposite character, 
being more erratic and irregular and un- 
predictable in relation to investment than 
any phase of any other utility business. A 
1,000 feet of gas captured and severed 
from real estate for delivery to consumers 
is recognized under our law as property 
of much the same nature as a ton of coal, 
a barrel of oil, or a yard of sand... . 

“The Commission is free to face up 
realistically to the nature and peculiarity 
of the resources in its control, to foster 
their duration in fixing price, and to con- 
sider future interest in addition to those 
of investors and present consumers. . . . 
This problem. presents the Commission 
an unprecedented opportunity if it will 
boldly make sound economic considera- 
tions, instead of legal and accounting 
theories, the foundation of | federal 


policy.” 
Again, the opinion said: 


“Congress . . . has provided no for- 
mula by which the just and reasonable 
rate is to be determined. It has not filled 
in the details of the general prescription 
of § 4 (a) and §5 (a). It has not ex- 
pressed in a specific rule the fixed prin- 
ciple of ‘just and reasonable.’ ”” 


Such policy determinations were con- 
sidered to be the function of the expert 
administrators to whom Congress en- 
trusted the decision, and the methods of 
administering policy are permissive so 
long as the results are just and reasonable. 
In the Hope case, five members of the 
Court effectively questioned either the 
lawfulness or the wisdom of the Com- 
mission’s rate base approach to the 
pricing of pipeline-produced gas, while 
the opinion of the Court sustaining the 
Commission's action was careful to point 
out that under the statute the Commission 
was free to depart from that method, 
holding only that it was not precluded 
from employing it. 

Commissioner Draper raised the valid 
point that there are undoubtedly some 
instances where the weighted average 
field price may be less than the natural 
gas company's own cost of production. 
But if such were the case and the Com- 
mission allowed the weighted average 
field price, the question would arise 


whether the resulting rates are consistent 
with the constitutional requirement that 
the utility is entitled to the opportunity to 
earn a fair return on its investment in 
used and useful property devoted to pub- 
lic service. 

Obviously, if consistency is to rule, 
the stockholders of producing companies 
must assume the risks of not recovering 
the cost of high-cost properties (or of 
not recovering any cost of non-productive 
properties except through operation of 
the depletion allowance), just as would 
the stockholders of an independent pro- 
duction company with no utility opera. 
tions. 


Hydrocarbons separate 


In another important aspect of the case, 
Panhandle contended that the extraction 
from its gas stream of natural gasoline 
and other liquid hydrocarbons is a separ- 
ate business voluntarily embarked upon 
for profit and, therefore, the net revenues 
derived from such business should not be 
credited to the cost or service. The Com- 
mission agreed with the Panhandle inter- 
pretation, because of the facts in this 
particular situation and with no assurance 
of similar decisions for other pipelines, 
in the following words: 

“We are not unmindful of the fact 
that the Commission’s past treatment of 
the net revenues from gasoline extract- 
tion operations followed a different path. 
Yet in considering the Commission's de- 
cisions in those cases where the issue was 
specifically raised, we are impressed with 
the fact that the treatment there decided 
upon was bottomed on findings that the 
processing was ‘necessary to make the 
natural gas marketable and _transport- 
able’... 

“The decision of the Tenth Circuit 
Court of Appeals which upheld the Com- 
mission’s action in respect to the treat- 
ment of gasoline net revenues in the later 
Cities Service case, 3 FPC 459 (1943) 
made it plain that it did so only because 
the extraction process was . . . ‘an & 
sential part of the business of transport- 
ing and marketing the natural gas’. The 
evidence before us would not support a 
similar finding with respect to Pan 
handle’s extraction operations. 

“We conclude that, in the circum- 
stances of the present case, Panhandle’s 
extraction business—to the extent that 
such extraction is not requisite to prep- 
aration of the gas for pipeline transporta- 
tion—should be treated as non-jurisdic- 
tional.” 


AMERICAN GAS ASSOCIATION MONTHLY 











How Consumers Power keeps current 


customers bills less than two months in arrears 


Close follow-up’ collects bills 








By L. J. HAMILTON 


Consumers Power Company 
Jackson, Michigan 


“close collection follow-up on cur- 
A rent accounts”’ is an attempt to collect 
the current bill before the next one be- 
comes due, and when unsuccessful, to 
apply sufficient but acceptable pressure 
to enforce collection before the account 
becomes more than two months in ar- 
rears. 

My purpose is not to prove that a 
close collection follow-up on current ac- 
counts is the best procedure—that it is 
the acme of perfection—but rather to 
present a few facts explaining why we 
believe in the plan. 

For a number of years the average 
workingman has enjoyed the enviable 
position of having more money in his 
pocket than at any other time during his 
life. This has resulted in the purchase of 
more home appliances, new furniture, an 
automobile, and, in many cases, a home. 
He has used more electricity and gas, 
and, as a matter of fact, all of us have 
participated to some extent in this so- 
called spending era, believed by some to 
be never-ending. 

One might, therefore, assume that we 
have no collection problems. People have 
plenty of money and will pay their bills. 
If this were true, a close collection fol- 
low-up on current accounts, or any other 
collection action, would seem unneces- 
sary and a waste of time and money. 

We know, however, that a great many 
of our customers, even though they have 
money, do not pay their bills, particu- 





Presented at National Conference of Electric 
and Gas Utility Accountants, Hotel Statler, 
Boston, Mass., April 12-14, 1954. 
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larly utility bills, until forced to do so. 
Hence, we must operate, in some form, 
a collection pian or procedure. Before 
telling you more about our plan, sup- 
pose we review the conditions under 
which we, as a utility, operate: 


1. We render good service at reason- 
able rates. 





Mr. Hamilton has served his company almost 
continuously since 1911. He was elected assist- 
ant secretary in 1939 and treasurer in 1950 


2. We are not permitted to pick or 
choose our customers. 

3. Our bills are on a strictly charge 
basis. 

4, Our company offers a discount for 
prompt payment of bills. 

5. We bill monthly—this makes it 
easier for the customer to pay. 

6. We provide convenient locations, 
at no cost to the customer, outside 
of our regular offices where custom- 
ers may pay their bills, even at odd 
hours. 


In the face of all these conditions, are 


we unreasonable in asking: Is there any 
logical reason why, outside of unusual 
reverses such as sickness, etc., our cus- 
tomers should not pay their bills on 
time ? If the answer is “No”, and we can 
see no other conclusion, then the next 
question is: Why shouldn’t we have a 
close collection follow-up on current ac- 
counts—certainly we are not a charitable 
institution—and why should we counte- 
nance three, four and five months’ bills 
in arrears? 

What are the benefits under the plan 
of close follow-up on current accounts ? 

1. Payment of bills. If successful, we 
have cash in the till and not in the form 
of accounts receivable—no worries about 
large uncollectibles. Surely, this is a 
good sound way of operating a business. 

In support of our contention that a 
close collection follow-up on current ac- 
counts provides cash and reduces uncol- 
lectible accounts, let us look at some com- 
parisons between Consumers Power Co., 
using a close follow-up on current ac- 
counts, and the East-North-Central sec- 
tion of our country, as reported in “The 
Credit Picture” for the period January 
1, 1953 to June 30, 1953 over the same 
period in 1952 [See A. G. A. MONTHLY, 
November, 1953, page 25.—Ed.}. The 
East-North-Central section was chosen 
for comparison as this section includes 
the territory in which we operate. The 
figures shown are percents of increase 
or decrease. 

The particular point we want to call 
to your attention is while our sales in- 
creased 18.8 percent, our cycle balancing 
decreased 11.87 percent. We repeat, be- 
cause to us this is significant—for Con- 
sumers Power Company an increase of 
almost 19 percent in sales and a decrease 
of 12 percent in outstanding accounts re- 


21 


> 
cr 
og 
48 
= 
= 
= 
ey 
C/ 
rt 
2 
C 
= 








iS 
E 
& 
& 
». 
" 

it 


= a nae 
a ae ie a ee 


<e 
ee 


ceivable. For the East-North-Central sec- 
tion an increase of 11.3 percent in sales 
and an increase of 1.7 percent in Cycle 
Balances. 


sume for a moment that we are going to 
experience some form of a recession or a 
real depression. Wouldn't we be in a 
much better position to extend credit, 


Jan. 1, 1953—June 30, 1953 
Compared to Same Period 1952 








East- Consumers 
North- Power 
Central Company 
% + or — % + or — 
Total Sales ($) +11.3 +18.8 
General Ledger Balance ($) +14.7 +12.95 
Cycle Balance ($) + 1.7 —11.87 
Number of Customers Disconnected 
for Nonpayment — 4.7 —23.37 
Number of Accounts Charged Off + 43 — 2.98 
Net Charge-Off ($) — 91 —20.15 


In other words, while our company 
shows a greater percent of increase in 
total sales, we show a substantial de- 
crease in the percent of change of Cycle 
Balance dollars, and this substantial de- 
crease, in outstanding dollars almost 12 
percent, compares to the increase of 1.7 
percent for the East-North-Central sec- 
tion. 

This leads us to believe we are to some 
extent educating our customers to pay 
their bills when due. If this is true and 
the trend continues, our over-all collec- 
tion expense, other factors being equal, 
might well take a downward trend. 

2. Public Relations. We do not be- 
lieve public relations suffer, even though 
we insist on prompt payment of our bills. 
We believe it is much easier for a cus- 
tomer to pay a small bill than it is to pay 
a large one and requires less persuasion 
and results in better feeling. Let us as- 


should our policy so direct, to our cus- 
tomers who are out of work, if we go 
into such a period with a creditable rec- 
ord rather than one where a customer has 
a number of arrears bills ? Wouldn't this 
be a boost to good public relations ? 

We are also wondering if we are be- 
ing fair to the customer who pays his bill 
on time if we permit another customer to 
remain on our lines with several unpaid 
bills. 

3. Cost. This is a controversial sub- 
ject as all companies are not uniform in 
their method of operation or making 
charges, and, therefore, certain costs are 
not comparable. We selected 12 com- 
panies and attempted to compare collec- 
tion costs. There was quite a variance in 
the annual collection cost per customer 
(average for the year) ranging from 
58¢ in the lowest to $1.69 in the highest, 
with the average $1.15. It is rather diffi- 


Accountants at work behind the scenes 


@ May we introduce Joseph R. Weger, Con- 
solidated Gas Electric Light and Power Com- 
pany of Baltimore? Mr. Weger has been a 
member of the American Gas Association 
Taxation Accounting Committee since 1947 
and is a past-chairman of the Edison Electric 
Institute Taxation Accounting Committee. 

In addition, he has been a member of the 
A. G. A. Subcommittee to Study Proposed 
and Introduced Federal Tax Legislation since 
it was formed and has worked as its chairman 
since 1951. He was also chairman of the simi- 
lar E.E.I. subcommittee in 1951-1952, has 
served on other subcommittees and project 
groups. 

The tax committees and subcommittees 
are continuously studying technical account- 
ing and tax requirements and their practical 
application to the gas industry. They are also 
vitally interested in proposed tax legislation, 
pointing out those provisions which would 
unreasonably or unfairly affect public utilities 
and proposing corrective measures. They 
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study proposed tax regulations, through which 
the various tax laws are administered, in order 
to assure clear interpretation of those parts 
of the tax laws which affect public utility op- 
erations. The subcommittees are the watch 
dogs which provide the basic material from 
which decisions, proposals, and action of the 
Taxation Accounting Committees are devel- 
oped and pertinent recommendations made 
to the Association. 

Because the work of the Taxation Account- 
ing Committees and their subcommittees is 
of major importance to the industry, these 
groups meet regularly three times a year. 
Frequently, it is necessary to call special meet- 
ings and conferences, especially when sub- 
stantial changes in the income, excess profits 
and excise taxes are under consideration. 

Although it has been headline news only 
in the past few months, complete revision of 
the Internal Revenue Code has been under 
study by Mr. Weger’s committees for almost 
two years. They are still working on proposals 


cult for us to realize that there can be 
se much variance in collection costs. 
However, be that as it may, my com. 
pany’s cost was $1.16, which is about 
average. No claim is made that our col- 
lection policy results in lower over-all 
costs. 

Without going into details on pro- 
cedures, may we say that telephones have 
a part in operating under a close collec- 
tion follow-up. Telephone calls are made 
on current month’s arrears where the 
amount outstanding exceeds $10 and 
any account more than one month in ar- 
rears. The call usually follows a past-due 
notice which has been ignored, and in 
many cases the call results in the bill be- 
ing paid. 

We are not satisfied that we have ex- 
plored all the techniques available in the 
use of telephones, and, in an endeavor 
to find out what might be new in the in- 
dustry in this medium of collection, 16 
companies were contacted with varying 
reports. These are the results: selective 
calling only, 8; extensive use, 5; no use 
of telephone, 3. 

Two companies reported improved 
customer relations and one company 
thought the telephone was losing its ef- 
fectiveness. Apparently no new innova- 
tions in the use of telephones have been 
developed. Perhaps this deserves more 
study. Certainly there is quite a wide 
divergence of opinion on the value of 
telephone contacts. 

This presentation is not to tell any- 
one how to operate a collection depart- 

(Continued on page 43) 


for incorporation in 
this revision. In addi- 
tion, they have made 
extensive analyses of 
the bills introduced. 

Enactment of the 
new code will not end 
their work. They will 
continue to follow 
through on regulations 
issued in future years. 
Joe Weger has been 
with the Consolidated 
Gas Electric Light and 
Power Company of 
Baltimore since 1929, and he is now supef- 
visor of the tax accounting department. He 
studied accounting at Johns Hopkins Uni- 
versity and received his C.P.A. certificate in 
1935. He received his LL.B. degree from the 
University of Baltimore in 1937 and is a 
member of the Maryland Bar. 


Joseph R. Weger 
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Large turnout for sales school 











Students concentrate on daily examination questions at American Gas Association’s 1954 Commercial Gas 
School in Chicago during week of May 10. Ninety-six students from U. S. and Canada attended the school 


FY phase of commercial gas selling 
was given to ninety-six students who 
attended the American Gas Association’s 
1954 Commercial Gas School at the Ho- 
tel Morrison, Chicago, during the week 
of May 10th. 

Twenty-five states, the District of Co- 
lumbia and three Canadian provinces 
were represented in the classes which 
convened daily at 8:30 a.m. and lasted 
throughout the day, with an examination 
period at the end of each day. 

The school was given a welcoming ad- 


. dress by F. X. Mettenet, vice-president, 


The Peoples Gas Light and Coke Co., 
Chicago, who told the assembled students 
that he wished he had the opportunity 
of such a school when he first started in 
the gas business many years ago. 

Mr. Mettenet stressed the importance 
of the commercial load of his company 
which represents 9.8 percent of sales and 
8.3 percent of gross company revenue. 
He went on to tell the students of the 
golden opportunity which was ahead for 
them in new gas applications in the com- 
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mercial field—particularly incineration. 

He stated that the crying need of the 
gas industry was for better trained man- 
power and that this school was a long 
step in that direction. Mr. Mettenet con- 
cluded with the statement that the stu- 
dents had two selling jobs to learn: how 
to train sales personnel and how to sell 
management on the importance of really 
selling commercial gas. 

James J. Condon, manager of Peoples 
Gas commercial sales department and 
chairman, A. G. A. Sales Training Com- 
mittee, outlined for the students the 
course of study. Telling the students of 
the fundamentals of commercial sales, 
Charles C. Eeles, assistant manager, in- 
dustrial and commercial sales, The Ohio 
Fuel Gas Company and chairman of the 
section ; and Lee Corn, general sales man- 
ager, The East Ohio Gas Company, ad- 
dressed the class on “The Importance of 
the Commercial Gas Load” and “The Im- 
portance of the Commercial Gas Man’, 
respectively. 

Lectures on specific subjects were de- 


livered by the faculty composed of men 
from both utilities and equipment manu- 
facturers. Practically every phase of com- 
mercial gas application was covered, with 
a detailed description of how the many 
pieces of equipment operated. A major- 
ity of the lecturers used slides to augment 
their discussions. Question and answer 
periods after each lecture were most il- 
luminating and gave the students a 
broader knowledge of the subjects pre- 
sented. 

One day was devoted to visiting the 
National Restaurant Show where in the 
morning the students attended a special 
food show sponsored by Col. Paul P. 
Logan, director of research for the Na- 
tional Restaurant Association. This pro- 
gram was devoted to the several aspects 
of beef grading, beef cutting and the 
preparation and cooking of major cuts of 
beef. The afternoon was spent visiting 
the many exhibits of the show including 
the A. G. A. Combined Commercial 
Cooking Exhibit. 

Two other demonstrations were con- 
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Opening gas school 


Condon and F. X. Met- 





Procter & Gamble re- 
search team deep-fat 
fry breaded frozen 


mercial demonstration 





Gas salesman awaits 
turn to successfully sell 
his fuel during “How 
to Sell” skit at Com- 





ducted as part of classroom work. One 
was on baking and deep fat frying by 
representatives from the research staff of 
Procter and Gamble Co., and another, 
specifically on deep fat fryers, was staged 
by the Frying Equipment and Supply 
Co., Chicago. The first of these demon. 
strations used gas-fired ovens and fryers, 
and the second was fryers only. The gas 
piping and installation were arranged 
and supervised by The Peoples Gas Light 
and Coke Company. 

In a somewhat lighter vein, a skit was 
presented during one of the morning 
class sessions in which a cocksure sales. 
man of electric cooking equipment was 
routed by a commercial gas salesman 
after a gullible restaurant owner almost 
had his establishment converted to elec. 
tric cooking. The gas man came off with 
a nice gas equipment order. 

The school sessions closed on a note 
of optimism from Fred Kaiser of the De. 
troit-Michigan Stove Company. With 
fundamental knowledge of equipment 
and what it will do—and what it will do 
for the food service operator—the com- 
mercial gas man will have the sales know- 
how to go out and secure one of the most 
valuable gas loads for his company. Gas 
must retain its present lead in the field 
of volume food service in spite of all the 
odds presented by competition. The com- 
mercial gas man has been given the 
tools of his trade through the efforts of 
the equipment manufacturers and the 
A. G. A. Commercial Gas School, Mr. 
Kaiser said. 

Industry representatives who contrib- 
uted generously of their time and talent 
were: Lester A. Dubberke, Milwaukee 
Gas Light Co.; E. V. Fineran, Washing. 
ton Gas Light Co. ; Vincent D. Fortunato, 
The Peoples Gas Light & Coke Co, 
James V. Hall, Northern Indiana Public 
Service Co.; G. T. Hibler, Philadelphia 
Electric Co.; Raymond G. Juergens, The 
East Ohio Gas Co.; George W. Leidholt, 
Central Indiana Gas Co.; Elmer 
Lerch, Rochester Gas & Electric Corp, 
and David E. Young, The Ohio Fuel Gas 
Company. 

Also included in the faculty were: 
A. M. Bornhofen, Anetsberger Brothers, 
Inc.; Merrill H. Douglas, Vulcan-Hatt 
Manufacturing Co.; James Dunn, Groen 
Manufacturing Co.; M. W. Elert, De 
troit-Michigan Stove Co.; Richard 
Goder, Joseph Goder Incinerators; Pail 
C. Grimes, The G. S. Blodgett Co., Inc; 
E. J. Horton, Robertshaw-Fulton Cot 
trols Co.; Richard T. Keating, Frying 
Equipment & Supply Co., Inc. ; Edward 
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L. F. Kersch, Duke Manufacturing Co. ; 
A. V. Leudemann, Mears-Kane-Ofeldt, 
Inc. Div. of S. T. Johnson and Co.; 
Tracy B. Madole, Magic Chef, Inc. ; John 


I. Marshall, Jr., 


Manufacturing Company. 


Middleby-Marshall 
Oven Co.; Kurt L. Seelbach, The Cleve- 
land Range Co., and R. N. Spear, Ruud 


Other faculty members were: Edgar A. 
Jahn and C. George Segeler, A. G. A., 
and J. E. Stephens, J. E. Stephens Asso- 
ciates, Inc. 


Gas equipment scores hit at National Restaurant Show 


CE AGAIN the American Gas Associa- 
tion combined commercial gas cooking ex- 
hibit literally ‘‘stopped the show” on Navy 
Pier, Chicago, during the 35th Annual Na- 
tional Restaurant Association Convention and 
Exposition during the week of May 10, 1954. 
Fourteen cooperating exhibitors in the gas 
area, which spanned Navy Pier from wall to 
wall, made it impossible for anyone visiting 
the show to ignore the many pieces of gas 
equipment for restaurants and other volume 
feeding establishments. Four rows of displays 
facing the two main aisles were thronged with 
visitors who not only came to look, but to buy. 
Along with the regular lines of the manu- 
facturers who showed their latest models, 
The Malleable Steel Range Manufacturing 
Corp., South Bend, Ind., showed the new 
Trubake—South Bend deck oven. This is a 
new item with them and the model shown 
attracted much attention. 

Throughout the entire Restaurant Show 
there were many other exhibits of gas cooking 
equipment and much of the food passed out 
for sampling was cooked with gas. 

Refreshments and coffee can be had at 
dozens of exhibits throughout the show. This 
service represents a tremendous dishwashing 
problem. Some exhibitors have their own dish- 
washing facilities while others have this done 
at a centtal point provided by the show man- 
agement. As an evidence of the increased ac- 
ceptance of gas for commercial water heat- 
ing in every instance the hot water for wash- 
ing purposes and the 180 F. water for sanitiz- 


Gas information center 


VERY OTHER YEAR the American 

Foundrymen’s Society holds a Foundry and 
Allied Industries Show along with its annual 
congress, held this year in Cleveland’s Public 
Auditorium on May 8 to 14. 

The many heating applications in the 
foundry furnish a profitable gas load. Ameri- 
can Gas Association always sponsors a Gas 
Information Center where delegates and visi- 
tors to the Foundry Show may secure informa- 
tion on gas for metal melting, core baking and 
ladle heating. 

This year in Cleveland the information cen- 





Throngs of visitors inspect and purchase volume feeding equipment of 14 manufacturers who exhibited 
their products in the gas area at the National Restaurant Show, held in Chicago’s Navy Pier May 10-14 


ing was supplied by gas-fired water heaters. 
The vast amount of interest shown in gas 
cooking equipment has been reflected in the 
satisfaction of the cooperating exhibitors 
whose collective opinion has been most favor- 
able toward this 1954 Restaurant Show. Those 
in the A. G. A. Combined Exhibit were: 
Anetsberger Bros. Inc., The G. S. Blodgett 


ter was staffed by the industrial gas engineers 
of The East Ohio Gas Company who were on 
duty throughout the show and were most 
helpful to the many visitors who stopped by 
to ask questions on gas service and utilization. 

The simple but attractive display showed 
several large photographs of gas applica- 
tions in the foundry. On a center panel was 
listed the names of those manufacturers of 
foundry equipment using gas that had dis- 
plays in the show. 

Among those showing gas-fired foundry 
equipment were Campbell-Hausfeld Co., Har- 


Co., Inc., The Cleveland Range Co., Detroit- 
Michigan Stove Co., Duke Manufacturing Co., 
The Frymaster Corp., Groen Manufacturing 
Co., B. H. Hubbert & Son, Inc., Kewanee In- 
dustrial Washer Corp., Magic Chef, Inc., The 
Malleable Steel Range Manufacturing Corp., 
Market Forge Co., J. C. Pitman & Sons, Inc., 
and Robertshaw-Fulton Controls Company. 


draws queries at Foundry Show 


rison, Ohio; Foundry Equipment Co., Cleve- 
land, Ohio; Lindberg Engineering Co., Chi- 
cago; Carl Mayer Corp., Cleveland, Ohio; and 
Stroman Furnace and Engineering Co., Frank- 
lin Park, Illinois. 

Once again the value of this contact with 
the foundry industry was indicated by the 
many questions asked at the gas booth. This 
together with the individual company displays 
of gas fired crucibles, melting furnaces and 
core baking equipment served to emphasize the 
direct part the gas industry has in this metal- 
working field. 





Opens Dallas office 


BASCO SERVICES Incorporated has 

opened a Dallas office in the Southland 
Life Building. Ebasco’s headquarters are in 
New York City, and in addition to the Dallas 
office, has offices in Chicago and Washing- 
ton, D. C. The Dallas office has been opened 
to facilitate closer relations between the 
Ebasco staff and its clients in the Southwest. 


The Dallas office will be managed by W. A. 
Buchanan. 
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Seattle utility prepares for natural gas 


N ANTICIPATION of a favorable an- 

nouncement by the Federal Power Com- 
mission this summer, Seattle Gas Company 
has started construction on the first leg of 
its natural gas supply system. The line will 
serve a residential and light industrial area 
in northwest Seattle. . 

Prior to the introduction of natural gas 
into the system, the main will be supplied with 
manufactured gas from the company’s high 


pressure distribution system. 

Seattle Gas Company considers this $35,- 
850 main a pilot model of its natural gas 
supply main system. The design and inspec- 
tion techniques developed during the con- 
struction of this initial two miles of pipe 
will be used in building an additional 20 
miles, which must be installed before the in- 
troduction of natural gas into the distribu- 
tion system. 
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FREDERICK J. PFLUKF, CHAIRMAN W.H. DAVIDSON, J. H. COLLINS, VICE-CHAIRMEN 





Montreal 
luncheon 
conferences 


@ An account of the general sessions of 
the American Gas Association Operat- 
ing Section’s 30th Annual Distribution, 
Motor Vehicles and Corrosion Confer- 


ence in Montreal, Apri! 20-23, appeared’ 


in the May issue of the MONTHLY. 
Time did not permit coverage of the en- 
lightening and worthwhile luncheon con- 
ferences which make up a major part of 
these meetings. 

Therefore, we present below brief di- 
gests of the informal proceedings at 
these various meetings. We wish to 
thank the presiding officers who made 
this information available.—The Editors. 


Construction and Maintenance 


t the Tuesday afternoon Luncheon 

Conference of the Subcommittee on 
Construction and Maintenance a large 
portion of the program was devoted to 
a symposium on welding methods and 
practices. A group of men with consider- 
able experience in the welding field pre- 
sented various phases of the subject 
under the direction of E. G. Watkins, 
Consolidated Edison Company of New 
York, Inc. who served as moderator. 
W. R. Kubista, Oklahoma Natural Gas 
Co., discussed welding techniques; and 
John Lindquist, Philadelphia Electric 
Co., spoke on metallurgy for field weld- 
ers. Inspection and testing of field welds 
was the subject of a talk by A. G. Barkow, 
Natural Pipeline Company of America. 
R. A. Zimpfer, Columbia Gas System 
Service Corp., spoke on welding codes, 
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R. C. Holcombe, Philadelphia Gas Works Div., U.G.L., speaks at Construction and 
Luncheon. Others, |. to r.: W. J. Towner, Brooklyn Union Gas Co.; W. K. McMahon, Wash 
Gas Light Co.; R. B. Allen, Michigan Consolidated Gas Co.; Dr. F. E. Vandaveer, East Ohio Ga: 


and W. A. Martin, Hydro-Electric 
Power Commission of Ontario, discussed 
research in welding. 

After the semi-formal presentation of 
their particular subjects the group par- 
ticipated in an informal discussion with 
the audience on the subject, answering 
specific question and elaborating on their 
original presentation. 

Completing the afternoon program 
H. T. Libby, British Columbia Electric 
Co., Ltd., gave an enthusiastic descrip- 
tion of the necessity of applying adminis- 
trative “gimmicks” to his safety program 
in order to make it effective even after 
safety training and retooling for safety 
had been applied and had not effectively 
reduced accidents in his department. 
Committee Chairman K. W. Person, 
Minneapolis Gas Co., presided at this 
conference meeting. 

On Thursday afternoon R. C. Hol- 
combe, Philadelphia Gas Works Divi- 
sion of the United Gas Improvement 
Co., and vice-chairman of the subcom- 
mittee, presided at a panel discussion on 
gas leak surveys. R. B. Allen, Michigan 
Consolidated Gas Co., discussed the use 
of an independent organization, within 
a company, to make gas leak surveys; 
F. E. Vandaveer, The East Ohio Gas Co., 
described various types of surveys; W. K. 
MacMahon, Washington Gas Light Co., 
discussed a system of records and re- 
ports used in gas leak surveys; W. J. 
Towner, The Brooklyn Union Gas Co., 
described a method of evaluation and 
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correction of gas leak surveys. Again a 
good part of the afternoon's program in- 
volved an informal discussion between 
the audience and the panel. 

M. F. Hall, Ebasco Services Inc., pre- 
sented a paper (DMC-54-12) on the 
selection, training and testing of street 
department employees as was prepared 
by himself and C. G. Minich, Jr., Dela- 
ware Power and Light Company. Frank 
B. Fry, Public Service Company of Colo- 


. rado, and Don Schultz, Ebasco Services, 


provided comments on Mr. Hall's paper. 


Meters and Metering 


J. W. Chrisman, chairman, and J. T. 
Stine, Jr., vice-chairman respectively, 
presided at the Tuesday and Thursday 
Luncheon Conferences of the Meters and 
Metering Subcommittee. 

After outlining the progress that has 
been made on the tinned steel case 
meter, George Griffin, The Brooklyn 
Union Gas Co., brought his topic, meter 
designs, to the floor for discussion. 
Many interesting comments on_ both 
sides of the middle were expressed and 
it was evident that this topic was an ex- 
cellent choice to follow the morning 
general session paper, “New Approach 
to Meter Design”, (DMC-54-1) by 
James Webb, Consolidated Edison 
Company of New York, Inc. 

Parker Anderson, Michigan Con- 
solidated Gas Co., in exploring “Mileage 
vs Periodic Change” made it apparent 
that many factors of varying degrees of 
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At Corrosion Luncheon Conference (I. to r.): J. C. Howell, Maplewood, N. J.; R. E. Kuster, Chatham, 
Ont.; C. S. Richard, Plainfield, N. J.; M. C. Miller, Allendale, N. J.; C. W. Beggs, Newark, N. J.; 
A. W. Peabody, New York; C. L. Goodwin, Portland, Me.; and J. P. Daratt, Syracuse, New York 


importance influenced by individual 
company conditions require 
analysis before repair policy can be 
formulated in either direction. The 
optimum frequency of testing and re- 
pair seems to rest with the meter man 
whose duty it is to continually study 
meter performance and allied data and 
apply modern methods of maintenance 
in order to effect economies of opera- 
tions. 

S. C. Brophy discussed shop records 
used by The Peoples Gas Light and Coke 
Company in promoting quality control 
and maximum repairman effort. A num- 
ber of slides showing comparisons of 
performance of various make meters, 
types of repair and effects of previous re- 
pairs were shown. 

Automatic proving devices were pre- 
sented visually by George Bachmann, 
Public Service Electric and Gas Company. 
The economics and practicality of the 
fixed-rim viewer method developed at 
the East St. Louis Power Co., adaptation 
of the American Fine Reader to auto- 
matic proofing and use of the photo- 
switch were discussed. 

The effect of noise on meter repair 
personnel and efforts that have been 
made towards noise reduction in meter 
repair shops was briefed by Elmer 
Becker, Citizens Gas and Coke Utility. 
Steps that have been taken by this com- 
pany were reviewed and Charles Collett, 
National Bureau of Standards, reported 
on the results of noise determinations 
made in one large meter repair shop 
showing the decibel range and how it 
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compared to other industrial operations. 

In a panel discussion on safe practices 
in meter repair shops, Frederic Peters, 
New York State Electric and Gas Co., 
acted as moderator, with panel members, 
Charles Sevey, Southern California Gas 
Co.; Gilbert Estill, Oklahoma Natural 
Gas Co., and B. F. Worley, United Gas 
Corp., participating. The importance of 
instituting accident prevention programs 
that truly employ modern safety engi- 
neering technics was emphasized. Robert 
Hutchison, Houston Natural Gas Corp., 
covered the accomplishments and work 
under way towards decreasing accident 
frequency rates in the southern com- 
panies. He advised that a film sponsored 
by the Southern Gas Association on safe 
practices in repairing meters was being 
made and should be completed.in about 
60 days. 

“House Service Regulators”, pre- 
sented by B. C. Holman, Minneapolis 
Gas Co., stimulated several interesting 
discussions from the floor dealing with 
maintenance policies. His comments 
covered body designs, types, range 
ability, performance and relief devices. 
R. L. Gordon, Public Service Company 
of Colorado, told of his company’s ex- 
periences with the installation and main- 
tenance of service regulators. B. F. 
Worley, chairman of the A. G. A. Task 
Committee on Listing Requirements for 
Service Regulators, reported on the 
status of the committee and its assign- 
ment. 

One of the many heavy problems con- 
fronting companies who find it necessary 


to insta!l meters in outside locations is 
case corrosion. Ralph Davis, Long Island 
Lighting Co., advised that he had pre- 
pared a summary of specific experiences 
of 20 companies dealing with resurfac- 
ing and painting meters. 

The 1951-52 Supplement to Bibliog- 
raphy of Gas Meters and Metering was 
released to subcommittee members. 


Customer Service 


The opening topic at the Customer 
Service Luncheon on Wednesday, with 
Weir Gilliss, Washington Gas Light Co., 
presiding, was residential appliance serv- 
ice policies, practices and costs. The dis- 
cussion was based on an analytical re- 
view and comparison of service opera- 
tion of eight major companies, and was 
led by J. H. Dennis, Long Island Light- 
ing Co., E. F. Hart, Boston Consolidated 
Gas Co., C. L. Ruff, Michigan Consoli- 
dated Gas Co., and P. Kraemer, Minne- 
apolis Gas Company. 

One of the many conclusions made 
was that the average cost of service 
among all eight companies per appli- 
ance amounted to only 11¢ per month. 
The discussion awakened interest in 
many of those present to know more of 
their own service costs and practices and 
how it compared with others. The 
thought was expressed that perhaps 
A. G. A. could coordinate further study. 

Reporting causes of service calls was 
a topic led by W. M. Hawkins, Laclede 
Gas Co., and J. V. Turpish, New York & 
Richmond Gas Company. One of the 
very newest of ideas in tabulating and 
analyzing service calls was explained in 
detail. This is the IBM mark-sensing sys- 
tem for direct analysis of service request 
work order cards. This system has been 
in operation in one company for three 
months and two others are ready to start 
using it. 

The Wednesday Luncheon closed with 
a message from the chairman of the Op- 
erating Section, F. J. Pfluke. He charged 
each company representative with the 
responsibility of keeping his company in- 
formed of the Gas Industry Develop- 
ment Program. 

The photographic exhibit of Outside 
Metering, assembled by H. S. Blanding, 
Consumers Power Co., was presented by 
the Customer Service Committee, but 
provoked so much interest it was dis- 
played at the entrance to the general ses- 
sion Meeting. 


(Continued on page 40) 
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Better selling urged in Midwes 











Arnold Bur, Wisconsin Public Service Corp., 
1954 sales council chairman, opens three-day 
conference in Edgewater Beach Hotel, Chicago 


he gas utility companies can capture 

the reluctant consumer dollars with 
quality of their fuel and appliances and 
with superior service—if they will get 
out and sell. 

With this opening declaration by Ar- 
nold G. Bur, Wisconsin Public Service 
Corp., chairman of the Mid-West Re- 
gional Gas Sales Council, sounded the 
theme song of the three-day sales confer- 
ence held at the Edgewater Beach Hotel 
in Chicago. Nearly 500 sales executives 
from gas utility and gas appliance manu- 
facturing companies attended the con- 
ference which was sponsored by the Resi- 
dential Gas Section of the American Gas 
Association on April 26, 27 and 28. 

Utility management has an obligation 
to investors as well as to customers, Eskil 
I. Bjork, president, The Peoples Gas 
Light & Coke Co., Chicago, told the dele- 
gates. Regulation does not release man- 
agement from this duty; rather it stresses 
the obligation. 
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Fred W. Dopke, vice-president, Indiana Gas & 
Water Co., Inc., is newly-elected chairman of 
A. G. A. Mid-West Regional Gas Sales Council 


To perform this duty, management re- 
lies strongly on positive services such as 
selling, he said. Every contact between a 
gas company employee and a customer is 
a sales contact, either good or bad. Good 
contacts cannot be made unless appli- 
ances and services are good, Mr. Bjork 
declared. 

Salesmen are the vanguard of the in- 
dustry’s fighting forces, Mr. Bjork said. 
They must accomplish their purpose in 
the face of the fire of competitive forces. 
Pointing out the recent survey of the 
A. G. A. Bureau of Statistics which indi- 
cated a potential market for sales of 59 
million gas appliances in the next three 
years, the speaker said this market should 
offer a challenge to our sales forces. A 
fine future is ahead, but the industry will 
need to use every resource at hand to 
achieve that future, the speaker said. The 
Gas Industry Development Program's 15 
points constitute a sound basis for estab- 
lishing a comprehensive sales plan. 











Walter H. Kurdelski, Grand Rapids, Mich., Res 
dential Gas Section chairman, discusses p 
motional and sales services offered by A. G. 




















An up-to-date minute diagnosis of the 
gas space heating situation in the Mid- 7 
West was presented by a panel which 
H. D. Valentine, conference coordinator, 
moderated. The panel included Dan Col- 
lins, Peoples Gas, Harry Gurney, Surface 
Combustion Corp., Jack Armstrong, 
Auto Gas Corp., Bill Masoner, Inland 
Heating Co., and Ed Stahler, Robinson 
Furnace Company. This group repre- 
sented the viewpoint of a utility sales 
manager, a manufacturer, a heating engi- 
neer, a contractor-dealer ; and a manufac- 
turer-distributor. Each presented his idea 
of what was needed to promote sales of 
gas space heating if and when the need 
for real selling of this service arises. 

Among the greatest needs were sales 
aids; education of installers, particularly) 
in setting of controls; prior advice 
manufacturers on utility plans of opera 
tion, especially when restrictions are to be 
lifted or imposed. Price should not be @ 
dominant factor, the panel agreed. In 
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6 2 ltd, describes sales incentive plan sponsored by his company through 
In G. A. Residential Gas Section. Plan promises to be one of most suc- 
tefrigeration promotions ever staged in the gas industry 





D. K. Patterson, sales pr 


some instances customers are not getting 
the “comfort service” they expect from 
gas heating. 

Some of the difficulties encountered in 
adding 17,000 new heating customers a 
year were related by the Peoples Gas rep- 
resentative. Working through contrac- 
tors, Peoples recommends contractors 
rather than particular appliances to pros- 
pects. The company provides free engi- 
neering and free adjustment services, 
consequently it fixes some appliance and 
appliance requirements that are in excess 
of the A. G. A. Laboratory requirements. 

Walter H. Kurdelski, Michigan Con- 
solidated Gas Co., and chairman, Resi- 


' dential Gas Section, A. G. A., opened 
' the Monday afternoon session with a 


“blueprint for sales.’ This presentation 
of the many sales and promotional serv- 
ices planned and prepared at A. G. A. 
headquarters offered many aids for reach- 
ing both new home and replacement 
markets with all of the big seven gas ap- 
pliances now available for residential 
use. 

A huge market awaits the gas utility 
industry, Mr. Kurdelski declared. There 
are more than nine million gas ranges on 
utility lines that are 12 years old or more. 
About 15 million homes are without 
automatic gas water heaters. While there 
are 27 million homes piped with gas, 
more than 50 million homes are wired 
for electricity. To meet this competition 
all segments of promotion, advertising, 
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ger of Servel, Inc., Evansville, 


research and sales have been welded to- 
gether under long-range programs such 
as the PAR Plan and the Gas Industry 
Development Program, the speaker said. 
He urged sales managers to review the 
Development Program and to make use 
of ‘Pattern For Profit,” the 1954 sales 
promotion booklet and many of the other 
longrange sales campaigns set up at 
A. G. A. headquarters. 

As an example of developments within 
the industry looking toward the improve- 
ment of gas appliances, Edwin L. Hall, 
assistant managing director of A. G. A. 
and director of the A. G. A. Laboratories 
at Cleveland and Los Angeles, offered an 
interesting demonstration of the new re- 
search-developed principles for gas range 
units produced at the A. G. A. Laborator- 
ies. With colored slides he presented new 
pilots, burners, broilers and ovens which 
will bring cooler, more efficient and less 
expensive operation of gas ranges in the 
future, if adopted by appliance manufac- 
turers. 

Stanley Gorman, promotional field 
representative for A. G. A., used a new 
approach in demonstrating the advan- 
tages of automatic gas hot water heaters. 
The title of his skit was ‘Torrid Tessie— 
the hottest thing in town’”’. 

Nathan Manilow, past president of the 
Chicago branch of the National Home 
Builders Association, told delegates that 
in his travels around the country he found 
a defeatist attitude with regards to the 


kitchen load in some areas. He said the 
NAHB had presented Congress with a 
program calling for the construction of 
one million new homes a year. In addi- 
tion to this potential market there are 
some 400,000 ‘‘replacement” homes 
which will be traded in toward new 
homes each year, if the building program 
is adopted. Another market for gas ap- 
pliances is in the field of homes needing 
More space or More rooms, with.a de- 
mand for larger heating or water heating 
equipment. 

The short but exciting history of gas 
incineration was related to the delegates 
by Elmer W. Cone, Kansas City, Mo., 
distributor for Ruud and Bowser appli- 
ances. Sales of gas incinerators have in- 
creased 70 percent in the past five years, 
he said. Yet the industry has only about a 
two percent national saturation and no 
community in the country has more than 
10 percent gas incinerator saturation. In 
1952 there were five gas incinerator man- 
ufacturers, in 1953 there were ten and 
the early part of 1954 the industry had 
grown until there were now 31 manufac- 
turers of gas incinerators in the field. 
The new home market is great and build- 
ers are recognizing this. Gas utilities also 
are recognizing that each gas incinerator 
can bring an off-peak load of about 1,200 
cubic feet per month. 

Predicting that there would be nearly 
20 million automatic washers in use by 
1960, C. Edwin Bartlett, Ruud Manufac- 
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During discussion of inroads being made by electric ranges in gas domestic cooking field, 
of experts answers interesting, pointed questions. L. to r.: Pierre Vinet, Geo. D. Roper | 
Bill Bambrick, Caloric Stove Corp.; B. H. Wittmann, The Peoples Gas Light & Coke Co. | 
erator; Clarice McWilliams, Chambers-illinois Corp. and Ted Carrow, Cribben & 
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turing Company, urged the utility repre- 
sentatives to capitalize on this tremen- 
dous need for hot water through in- 
creased sales of automatic, quick-recov- 
ery, gas water heaters. Gas is the only 
all-automatic fuel that can supply every- 
thing the automatic washer needs. Using 
the atomic age techniques, Mr. Bartlett 
demonstrated the efficacy of 160° F. 
water for laundering on towels impreg- 
nated with radio-active materials. A 
Geiger counter proved that the 160° F. 
hot water removed much more contami- 
nation than water at a lower degree. 

Mr. Bartlett was aided in this presenta- 
tion by Dr. Elaine K. Weaver, Ohio State 
University, an outstanding authority on 
laundering. Mrs. Weaver stressed the 
value of home service representatives in 
promoting sales and use of laundry equip- 
ment and automatic gas water heaters. 

Mrs. Wilma McNess, professor at 
Rockford College, Rockford, Ill., told 
delegates of the importance of the four 
means of communication in effective sell- 
ing. These are reading, writing, speaking 
and listening. Often too much impor- 
tance is attached to the first three and too 
little to listening, the speaker said. The 
customer may have opinions or questions 
to ask concerning an appliance and 
should be allowed to express herself. In 
the end this may prove a good sales aid. 

With B. H. Wittmann, assistant to the 
vice-president, The Peoples Gas Light & 





Elmer W. Cone, Kansas City distributor of 
Ruud and Bowser appliances relates exciting 
story that sales of gas incinerators have 
increased 70 percent in last five years 


Coke Company, as moderator, an unre- 
hearsed panel of sales experts frankly dis- 
cussed the inroads being made by electric 
ranges in the gas domestic cooking field. 
Mr. Wittman was assisted by Bill Bam- 
brick, Caloric Stove Corp., Ted Carrow, 
Cribben & Sexton Co.; Clarice McWil- 
liams, Chambers-IIlinois Corporation and 
Pierre Vinet, George D. Roper Corpora- 
tion. 

Competitive advertising and promo- 
tional material were analyzed and some 


Plans underway for sixth Old Stove Round-Up 
a PAR activity 


CALL ‘TO 

MODERN- 
IZE gas ranges 
will be sounded by the sixth annual “Old 
Stove Round-Up” nationwide promotion. Dur- 
ing the three-month campaign last autumn 
$58.5 million worth of gas ranges were sold 
nationally. 

This year the promotion, ranging from 
late summer through autumn, aims to have 
old ranges replaced by new automatic gas 
ranges before they are replaced by competi- 
tors’ products. The campaign is a PAR activity, 
sponsored by the American Gas Association 
with the cooperation of the Gas Appliance 
Manufacturers Association. 

Although the campaign stresses automatic 
features of modern gas ranges, the tradi- 
tional western cowboy theme still can be 
utilized at the option of local merchandise 
managers. 

An advance portfolio containing promotion 
materials is being distributed for use by utili- 
ties and dealers. It contains information on a 
point-of-sales display kit, television spots and 
radio commercials, outdoor posters, advertis- 
ing mats, and giveaway premiums. 

A colorful 21-piece display kit comprising 
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price tags, streamers, pennants and various 
smaller pieces, can be used as attention-getters. 
Added features are five plastic circles with 
promotion slogans which can be slapped onto 
a gas range to heighten sales pointers being 
made by a salesman. A limited number of last 
year’s “Trade 'n’ Save” kits is available from 
A. G. A. Promotion Bureau at the reduced 
price of $3.95 each. 

Sounding off on the Old Stove Round-Up 
will be four new one-minute television spot 
announcements on gas cooking. These are 
animated live demonstrations, based on new 
scientific studies of consumer buying motives. 
Four television gas range spots also are in- 
cluded in twelve 20-second television com- 
mercials. 

Radio is covered with two-sided 12” records 
presenting four brand-new one-minute spots, 
three 30-second spots, and two 20-second 
spots all exclusively on the theme of new- 
stoves-for-old-ones, with time allowed for 
sponsor identification. Records, for $4.80 
each, can be ordered from radio station 
WFAA, 1122 Jackson Street, Dallas, Texas. 

A 24-sheet outdoor poster in full color 
spotlighting the Old Stove Round-Up is avail- 
able from Cramer-Krasselt Co. Inc., Milwau- 


Salesmen are the vanguard of the industry's 
fighting forces, says Eskil 1. Bjork, presi- 
dent, The Peoples Gas Light & Coke Co., 
during discussion of utility responsibility 


misleading statements pointed out. In- 
teresting and pointed questions were 
fired at the panel from the floor. The 
delegates were informed on the work be- 
ing done in fringe areas by the liquefied 
petroleum gas industry, and of the efforts 
to upgrade and improve gas ranges on the 
part of manufacturers. Lack of manpower 
was stressed as factor in turning the tide 
of competitive selling. 
(Continued on page 42) 


kee 2, Wisconsin. Other advertising aids in- 
clude a set of art element mats sufficient to 
support an entire newspaper advertising cam- 
paign. Layout and copy suggestions round out 
this service. A national magazine advertising 
schedule in support of the campaign will be 
announced at a later date. 

Additional campaign items, such as the 
“Gas Range Sales-Maker,”’ and ‘10 Lucky 
Numbers to Help You Pick the Best Modern 
Range,” as well as a host of premiums from 
balloons to lariats, are described in the “1954 
Catalog of A. G. A. Sales Promotion Aids.” 
Unless specified otherwise, promotion ma- 
terials can be purchased from the American 
Gas Association Promotion Bureau, 420 Lex- 
ington Avenue, New York 17. 

An advertising campaign in the gas trade 
and general retailing and dealer publications 
will be conducted by the Gas Appliance 
Manufacturers Association. GAMA also 
makes available copies of “Quickie Demos— 
that sell more automatic gas ranges” which 
help teach drama and salesmanship in selling 
gas ranges. Copies can be obtained for five 
cents each in quantity from Gas Appliance 
Manufacturers Association, 60 East 42nd 
St., New York 17. 
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Reports reveal 
industry progress 


“THE ANNUAL REPORT has become a 

thing of beauty and a joy for printers. Gone 
are the days when corporation presidents sim- 
ply sent out a terse mimeograph stating that 
the company earned so much last year com- 
pared with so much the previous year. . . . 
[Today] it must strike exactly the right bal- 
ance between optimism and conservatism. If 


things appear to be going too smoothly, stock- 
holders may get the unthinkable idea that the 
management is overpaid. If difficulties are 
overstressed, they may deduce that the job is 
too big for present incumbents. . . .” (Read 
at the National Conference of Electric and Gas 
Utility Accountants, Boston, April 12-14.) 

The gas utility and pipeline company reports 
which have been arriving in the MONTHLY 
office are indeed things of beauty. Colorful, 
modern, well-done, they shout that the gas 
industry is on the move, and that 1953 was a 
progressive, profitable year. Summaries of an- 
nual reports which have come to our atten- 
tion follow: 

Boston Consolidated Gas Company, in 
operation since 1822, now serves 321,000 
customers. Natural gas was made available 
to its territories during the year, and reve- 
nues from gas sales amounted to $23,834,- 
555. After federal and state taxes, net earn- 
ings were $835,756. This year, the company 
is taking pride in the fact that its president, 
Earl H. Eacker, is serving as president of 
the American Gas Association. 

Colorado Interstate Gas Co., Colorado 


Springs, reports the largest single year of 
expansion in the history of the company. 
The major accomplishment during the year 
was the enlargement of the company’s pipe- 
line system to 512 million cubic feet daily. 
W. E. Mueller, president, reports that fa- 
cilities of the natural gas transmission com- 
pany now consist of 2,131 miles of pipeline, 
15 compressor stations, three gasoline plants 
and access to about 600 producing gas wells. 
During the year, customer deliveries in- 
creased to an all-time high of 174.6 billion 
cubic feet. Operating revenues were $17,- 
947,601, while net income amounted to 
$2,479,948. 

Portland Gas & Coke Co., Oregon, re- 
ports operating revenues of $437,000, 3.8 
percent under 1952. Net income of $1,058,- 
000 was $142,000 higher than 1952. 

Panhandle Eastern Pipe Line Company 
reviews 1953 accomplishments in its 24th 
annual report to stockholders. Operating 
revenues for the year totalled $95,138,349, 
while net income amounted to $17,170,138. 
After dividends to stockholders, $8,220,021 
was retained in the business. 


Appalachian Short Course scheduled for late August 


UNDAMENTALS of gas measurement, as 
well as special sessions on automatic con- 
trol instruments, planning and design of in- 
stallations, pressure regulators, orifice meters, 
large capacity meters, domestic meters, motor 
valves and auxiliary measurement instru- 


ments will be discussed at the 14th annual 
Appalachian Gas Measurement Short Course. 
The course will be held on August 23-25 at 
West Virginia University, Morgantown. 
Mark V. Burlingame, vice-president in 
charge of operations, Natural Gas Pipe Line 


Southern Gas Association holds annual meeting 


HE SOUTHERN GAS ASSOCIATION 

held its largest annual meeting when 1,976 
delegates gathered in Houston on April 26-28 
for the 46th and most successful convention. 

The delegates elected Charles I. Wall, vice- 
president of Pioneer Natural Gas Co., Lub- 
bock, Texas, as association president. J. H. 
Collins, Sr., New Orleans Public Service Co.., 
was named first vice-president and R. A. 
Puryear, Jr., Alabama Gas Corp., Birmingham, 
was elected second vice-president. 

Re-elected were H. V. McConkey, Southern 
Union Gas Co., Dallas, treasurer; Earl J. 
Newlin, State Fuel Supply Co., Oklahoma 
City, secretary; Kyle Turner, Atlantic Gas 
Light Co., assistant secretary and R. R. Suttle, 
Southern Gas Association, Dallas, managing 
director. 

Earl H. Eacker, president of Boston Con- 
solidated Gas Co., Massachusetts, and presi- 
dent this year of the American Gas Associa- 
tion, predicted a bright future for the industry. 
As the starring speaker at the convention, Mr. 
Eacker said that the road to success is not a 
superhighway, however, that the industry can 
traverse in a fancy Cadillac; bulldozers and 
jeeps would be better to smooth out bumps. 

Among the other general sessions speakers 
were Dr. Watrous H. Irons, president of the 
Federal Reserve Bank of Dallas; Francis X. 
Welch, editor of Public Utilities Fortnightly; 
Dr. Arthur Secord, Brooklyn (N. Y.) College; 
J. H. Collins, Sr.; H. C. Webb, Oklahoma 
Natural Gas Co.; W. T. Stevenson, Tennessee 
Gas Transmission Corp.; H. K. Griffin, retir- 
ing president, Southern Gas Association and 
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R. R. Suttle, association's managing director. 

Special sessions were held as follows: acci- 
dent prevention, under the chairmanship of 
R. L. Conway, Jr., United Gas Corp.; account- 
ing, Harold Gray, Empire Southern Gas Co., 
presiding; distribution, Joe C. Darrow, Lone 
Star Gas Co., presiding; employee relations, 
Kenneth Fellows, Houston Natural Gas Corp., 
presiding; transmission, O. W. Clark, South- 


Company of America and also of Texas IlIli- 
nois Gas Pipe Line Co., will be keynoter. 

R. F. Hanna, of the University faculty at 
Morgantown, will provide further informa- 
tion concerning the curriculum, registration 
and accommodations. 


in Houston 


ern Natural Gas Co., presiding. Also, sales, 
with L. J. Fretwell, Oklahoma Natural Gas 
Co., presiding and home service, led by 
Dorothy Fairchild, Southern Union Gas Com- 
pany. E. J. Hatzenbuehler, Lone Star Gas Co.., 
was chairman at the session for industrial 
gas sales, while J. H. Chenery, Alabama Gas 
Corp., presided at the residential gas sales 
session. 





Enjoying the home service luncheon during Southern Gas A s 


a. eee 





| convention, April 26-28 


are (I. to r.): Dorothy Fairchild, Southern Union Gas Co., presiding; John Fretwell, Oklahoma Natural 
Gas Co.; Mrs. Earl H. Eacker; Mr. Eacker, Boston Consolidated Gas Co., president of American Gas 
Association; Laverna Best, Houston Natural Gas Corp., and Hansell Hillyer, South Atlantic Gas Co. 
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Gas does everything but pick up the check in new super-diner 


Highly efficient, gleaming galley-style 
kitchen is completely gas-equipped 


XCEPTIONALLY well-fed, cool in sum- 

mer, warm in winter—that’s how 3,500 
daily customers of the world’s biggest diner 
feel, thanks to dependable gas fuel and service. 
The $250,000 State Diner, opened recently in 
Bloomfield, N. J., is a glistening stainless steel- 
sheathed example of a booming industry which 
prefers gas for a fuel and has become a tremen- 
dous market for gas appliances. Public Serv- 
ice Electric and Gas Co., Newark, N. J., 
after working closely with the builder and 
owners on appliance installation plans, esti- 
mates that the diner will use 300,000 cubic 
feet of gas each month. 

The 115-foot building, which contains 6,500 
square feet of floor space, includes a complete, 
galley-style kitchen and a fully-equipped bak- 
ery. In this gigantic operation, gas fires the 


Diner contains 6,500 square feet of 
floor space, accommodates 3,500 daily 


ovens, ranges, broilers, fryers, dish washers, 
coffee urns, toasters, steam table, steam 
cooker, water heater, boiler, air conditioner, 
refrigerators and water chiller. 

“We always advise gas equipment for the 
diner,” comments the builder, Pat Fodero, 
“because there is no loss of time in getting in- 
stant heat and no need to wait for coils to 
warm up.” Mr. Fodero, an engineer with 
Fodero Diner Car Co., labored on the diner’s 
design for eight full months with owners 
William and Louis Ramundo and Florian 
Walchak. Another reason gas is preferred is 
that there is no danger of a power failure 
during severe weather. Also, gas has a faster 
recovery rate—an important consideration in 
an operation that uses a great deal of two- 
temperature hot water. 





Perfect rolls are inspected by full-time 
baker as they emerge from gas oven 


The menu at the State demands modern 
equipment. Not just the usual hamburger on a 
bun here . . . but South African lobster tail, 
Hungarian-style stuffed cabbage, English sole 
sauteed in butter, smoked ham with cham- 
pagne sauce. Bring the kiddies? There are 
special menus for youngsters (printed on cow- 
boy and space-man masks which the children 
may keep) and a complete line of baby foods. 
With gas, the world’s biggest diner can match 
the wide and varied menus found only in first 
class eating places. 

The State Diner is one of nearly 6,000 
diners operating in the country today, doing a 
gross business of about $600 million. A direct 
descendant of the horse-drawn diner of the 
1880's, its operation is, however, a closer 
kin to that of a fine hotel restaurant. 


Wisconsin Utilities association elects Taylor to succeed Donald 


AROLD P. TAYLOR, vice-president and 
treasurer of Wisconsin Public Service 
Corp., Milwaukee, has been elected president 
of the Wisconsin Utilities Association. He suc- 
ceeds George A. Donald, of Ashland. 
Carl J. Forsberg, vice-president in charge 
of operations, Wisconsin Power and Light 


Gas executives to judge 


IVE GAS AND ELECTRIC utility com- 

pany executives have been chosen as judges 
in a $5,000 essay contest being sponsored by 
Rockwell Manufacturing Company for per- 
sons employed in the gas industry. 

The five are: D. A. Hulcy, president, The 
Lone Star Gas Co., Dallas; F. A. Lydecker, 
vice-president of gas operations, Public Serv- 
ice Electric and Gas Co., Newark, N. J.; H. 
L. Masser, executive vice-president, Southern 
California Gas Co., Los Angeles; William G. 
Rogers, president, The East Ohio Gas Co., 
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Co., Madison, was elected vice-president and 
Harold P. Chamberlin, assistant secretary and 
assistant treasurer, Wisconsin Electric Power 
Co., was renamed treasurer. 

President Taylor was graduated from the 
University of Wisconsin’s school of com- 
merce in 1924. He joined the Wisconsin 


Public Service Corporation in 1925. 

Mr. Taylor is a certified public accountant 
and is active in the affairs of the Edison 
Electric Institute’s accounting section, Control- 
lers Institute of America and Wisconsin So- 
ciety of Certified Public Accountants. 


winners of Rockwell contest 


Cleveland; H. Carl Wolf; managing director, 
American Gas Association, New York. 

The nationwide contest, which is on the 
general subject of planned meter retirement 
programs in the industry, provides prizes 
totaling more than $5,000 worth of power 
tools to winners in two categories: 

1. for an essay not exceeding 2,000 words 
in length on the subject “The Economics of 
a Planned Meter Retirement Program.” 

2. for adding the last line of a jingle on 
the same theme. 


Winner of the essay contest will receive a 
complete shop of Delta industrial-type power 
tools and accessories valued at $1,750. Second 
prize will be a complete shop of power tools 
worth more than $1,100. Four third-place 
awards each consisting of a $386 shop and 
accessories will also be made. 

Jingle contest winners will receive a four 
in-one combination power tool and accessories 
for first place, a $207 saw and jointer combi- 
nation for second and $172 11-in. drill press 
and accessories for third. 
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Five industry groups hold all-day PR meeting in 


VE GAS INDUSTRY associations have 

joined forces to hold an all-day public rela- 
tions conference in Boston on June 16. The 
meeting will be the first of its kind in the 
history of the gas industry. 

Sponsors of the novel conference are Ameri- 
can Gas Association, The New England Gas 
Association, Gas Appliance Manufacturers 
Association, Independent Natural Gas Asso- 
ciation of America, and the Liquefied Petro- 
jeum Gas Association of New England, Inc. 

This conference will be used as a pilot- 
plant operation for a proposed series of 
regional public relations meetings through- 
out the country later this year. It represents 
the first joint action of the gas industry na- 
tionally and regionally to coordinate the public 
relations objectives, programs and activities of 
the industry as a whole as represented by the 
five associations. 

The Boston conference will have two main 
purposes: (1) to present the high spots of 
the PR programs and facilities of the cooperat- 
ing national associations for the benefit of the 
gas utilities in the several regions, and (2) 
to present through speakers and a panel, 
ideas, experience and procedures in the PR 
field of interest to the various local operating 
gas utilities. 

The Boston meeting is expected to attract 
more than 200 representatives of the various 
segments of the gas industry, approximately 
90 percent of them from New England. 


A.G.A. announces new publications during March 


aes BELOW are publications released 
during May up to closing time of this 
issue of the MONTHLY. Information in pa- 
rentheses indicates audiences for which each 
publication is aimed. 


HOME SERVICE 


* Modern Kitchens for Homemaking Pro- 
grams (for home economics teachers and 
home service workers). Newly revised book- 
let, prepared by the 1954 Home Service 
Committee, is available for 15 cents a copy 
from American Gas Association Headquar- 
ters, New York City. Eleanor Morrison, 
Michigan Consolidated Gas Co., Grand 
Rapids, served as chairman of the Booklet 
Committee. 


PAR 


* PAR Briefs—First Four Months, 1954 
(for executives in the gas industry). Pre- 
pared by the PAR Committee, and available 
from A. G. A. Headquarters, New York 
City, free. 


RESEARCH 


* Corrosion of Galvanized Steel Hot Water 
Storage Tanks as a Function of Some Serv- 
ice Variables (for water heater manufac- 
turers, utilities and installers). Prepared by 
Dr. R. C. Weast, Case Institute of Tech- 
nology, and available from A. G. A. Head- 
quarters, New York City, for one dollar a 
copy. 
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President Roy E. Wright of NEGA will 
open the conference at 9:45 AM and discuss 
briefly the significance of the program of co- 
ordinating all of the industry’s PR programs. 

Representatives of A. G. A., INGAA and 
GAMA will present high spots of their as- 
sociations’ respective programs and will out- 
line the relationship of these programs to at- 
tending representatives of the New England 
gas utilities. 

A. G. A.’s program will be discussed by 
Remick McDowell, vice-president in charge of 
public relations and finance, The Peoples Gas 
Light and Coke Co., Chicago. Mr. McDowell 
is currently chairman, A. G. A. Public Rela- 
tions Coordinating Committee. His talk will 
be entitled “A. G. A. and You—the PR 
Challenge’. 

Eugene F. Martin, vice-president, Carl Byoir 
& Associates, New York, will speak on 
“GAMA Public Relations—In Action”. 
INGAA’s program will be covered by W. E. 
Wilson, director of public relations, United 
Gas Corp., Shreveport, La., under the title 
“Working with Local Companies for Good 
All-Industry Public Relations’. Mr. Wilson is 
chairman, INGAA Public Information Ad- 
visory Committee. 

Virgil L. Rankin—a Boston public relations 
consultant, former president of the Public 
Relations Society of America and a former 
official of the Boston University School of 


STATISTICAL 
* Monthly Bulletin of Utility Gas Sales 
(for gas companies, financial houses). Pre- 


Boston 


Public Relations and Communications—will 
discuss some fundamental public relations con- 
siderations of interest to gas utilities. 

Following lunch, Dr. Wesley Wiksell of 
Louisiana State University will speak on ‘““Have 
You Tried Listening ?”—which presentation 
was extremely well received by a large group 
at the recent annual meeting of the Southern 
Gas Association at Houston. Dr. Wiksell has 
addressed many management and supervisory 
gtoups for companies throughout the United 
States, including large petroleum companies 
in the Southwest, and led the discussions at 
the recent “Explaining Your Business’ semi- 
nar conducted at Skytop, Pa., by the United 
States Chamber of Commerce. He is an au- 
thority on human relations, group communi- 
cations and conference techniques. 

Final presentation will consist of a panel 
which will discuss questions presented by the 
audience. A. G. A. will be represented by 
Howard A. Praeger, manager of public in- 
formation, New York State Electric and Gas 
Corp., Binghamton, N. Y. Other members 
will be Mr. Rankin, Mr. Wiksell, Mr. Martin, 
Mr. Wilson, and George R. Kelley, Suburban 
U.D.I. Company of Maine, representing 
LPGANE. Panel moderator will be Clark 
Belden, managing director of NEGA, and 
eastern regional vice-president of the Public 
Relations Society of America. 


pared by the A. G. A. Bureau of Statistics 
and available free from Association Head- 
quarters, New York City. 


PNGMA display depicts underground storage 





A colorful model demonstration of the role underground storage is playing in providing winter gas heat 
has been created by Pennsylvania Natural Gas Men’‘s Association. The three-dimensional scene shows a 
winter and summer panorama. The exhibit, part of a 40-foot display featuring modern gas appliances, 
is sponsored by the natural gas companies serving the greater Pittsburgh area at local fairs and shows 
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West Coast concentrates on customer service problems 


USTOMER SERVICE is popping into ac- 

tion on the West Coast! Spurred on by 
proposals set forth in the Gas Industry De- 
velopment Program, the Pacific Coast Gas 
Association Technical Section’s 1954 Cus- 
tomer Service Conference stressed one main 
objective: to be sure that customer service 
departments of member companies under- 
stand the GID program and to encourage 
them to take positive steps to place it into 
action. The conference discussions all dealt 
with some phase of customer service, cap- 
italizing on the wealth of information re- 
vealed at American Gas Association’s Do- 
mestic Gas Research and Utilization Con- 
ference held last month in Los Angeles. 

The PCGA conference was held on April 
21-22 in Santa Barbara under the general 
chairmanship of Nathan H. Gellert, Jr., Se- 
attle Gas Company. The conference sponsor, 
J. N. Shrader, manager of customer service, 
Southern California Gas Co., presided over 
all of the conference sessions. 

The first session, on Wednesday morning, 
sounded a call for action. A. D. Petersen, 
customer service supervisor, Southern 
Counties Gas Co., used tape recordings and 
novel approaches to show complex servic- 
ing problems and typical examples of un- 
satisfactory installations that create cus- 
tomer dissatisfaction. At luncheon that day, 
W. M. Jacobs, vice-president, Southern Cal- 
ifornia Gas Co., reviewed recent gas appli- 
ance history and informed the conference 
delegates about the development of the 
A. G. A.-GAMA Gas Industry Develop- 
ment Program. 

The Wednesday afternoon session was 
devoted to presenting specific ways and 
means for customer service personnel to 
implement the Action Program, Taking part 
in this part of the program were: N. W. 
Hartleben, administrative aid; G. J. San- 
dusky, superintendent of customer service; 
G. M. Van Ness, research assistant and 
P. L. Speers, supervisor of customer service 
training, all of Southern California Gas 
Company. J. N. Shrader summed up the pres- 
entation into seven specific points: 


1. Know the American Standard Ap- 
proval Requirements for gas appliances! 

2. Provide good _ representatives for 
A. G. A. Approval Requirements subcom- 
mittee assignments. 

3. Take an active part in reviewing and 





Informally discussing sales aspects of customer service at the Pacific Coast Gas Association conference 
in Santa Barbara are (left to right): J. N. Shrader and F. M. Foster, both of Southern California Gas 
Co.; F. N. Seitz, Southern Counties Gas Co., and Murray Holloway, San Diego Gas & Electric Company 


commenting on requirements revisions sent 
out by A. G. A. for criticism. 

4. Provide appliance manufacturers with 
the most accurate reports possible on the 
field performance of their products. 

5. Provide servicemen with complete up- 
to-date servicing information. 

6. Examine dealer training programs. 
Utilities should work closely with dealers 
and installers to obtain the best possible ap- 
pliance installations. 

7. Most important, a program should be 
set up in each company not already having 
one to get the facts from the field and to 
take action. 


Thursday morning's session dealt with 
public relations. A panel discussion between 
representatives of customers, customers 
service distribution and sales departments, 
entitled “Public Relations—Whose Job Is 
It?’’ illustrated the usual biased, depart- 
mental views on the subject. Following the 
panel presentation, Frank Sullivan, public 
relations counselor, spoke on “Public Re- 
lations—Corporate Good Manners.” 

H. C. Connal, staff engineer, Southern 


California Gas Co., opened the Thursday 
afternoon meeting with a discussion of 
“Staff Function in Management.” The en- 
tire afternoon was devoted to the use of 
staff in providing the information that man- 
agement needs to know in order effectively 
to manage the company. 

Mr. Connal was followed by K. D. Brown, 
assistant safety engineer, Southern Cali- 
fornia Gas Company. Mr. Brown stressed 
that utility service personnel are looked 
upon by the customer as gas appliance ex- 
perts, and should never have an avoidable 
accident while working on customers’ gas 
appliances in the home. When such acci- 
dents occur, they immediately cause doubts 
as to the safety of gas appliances and gas as 
a safe modern fuel. 

The conference was concluded with ques- 
tions submitted to an “Answer Panel.” Mr. 
Shrader presented the questions to the panel 
composed of: H. E. Benninghoven, San Di- 
ego Gas & Electric Co.; D. H. Parsons, 
Portland Gas and Coke Co.; J. R. Rensch, 
Coast Counties Gas & Electric Co.; D. K. 
Smith, Pacific Gas & Electric Co.; C. C. Un- 
derwood, Arizona Public Service Company. 


Rochester TV program explains annual report to viewers 


OMETHING NEW was attempted by the 
Rochester Gas and Electric Corporation 

to bring their annual report to the attention 
of the public. On April 10 they put on a 
special half hour show, advertised simply as 
105". The figure “105” referred to 105 years 
of operation as a public service company in 
the community. 

The theme of the show was a documentary 
study of a bona fide typical customer in the 
community who asked the question ‘What 
do you do with the money I pay you every 
month?” From that point on the program was 
an attempt to answer this question and was 
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based on the company’s annual report for 
1953. 

The principal characters on the show were 
the top members of the utility’s management: 
Alexander M. Beebee, president; Robert E. 
Ginna, executive vice-president; Ernest J. 
Howe, vice-president and comptroller; Leo 
H. East, vice-president in charge of operations. 
Other members who were active participants 
in the program were Paul J. W. Miller, secre- 
tary; Harold W. Nichols, treasurer; Ralph 
H. McCumber, general manager of electric 
and steam operations; Frederick J. Pfluke, 
superintendent of gas operations and R. De- 


witt Pike, superintendent of employee relations. 
Schuyler F. Baldwin, director of public re- 
lations was the moderator. 

The typical customer was chosen by the 
television station WHAM. Each executive 
answered questions pertaining to his par- 
ticular phase of the company’s operation. The 
customer thus found out the utility's respon- 
sibility to its customers, the community and 
stockholders; how the money is spent; the 
number of meters and territories that are 
served; how service is maintained and 
planned; facts on employee relations and ac- 
tivities. 
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R. SIDENFADEN, president of Suburban 
. Gas Service, Upland, Calif., was elected 
president of the Liquefied Petroleum Gas As- 
sociation at the annual convention and trade 
show in Chicago, May 9-12. Representatives 
of the LP-Gas Industry from all 48 states and 
several foreign countries attended. 

Other officers elected were A. C. Ferrell, 
president, A. C. Ferrell Butane Gas Co., 
Atchison, Kansas, first vice-president; John 
McQueen, president, Superior Propane, Ltd., 
Toronto, Ont., second vice-president; A. H. 
Menuet, chief engineer, Skelly Oil Co., 
Kansas City, Mo., treasurer, and Arthur Kreut- 
zer, Chicago, secretary. Howard D. White 
is executive vice-president of the association. 

H. Emerson Thomas, president of H. Emer- 
son Thomas Associates, Westfield, N. J., and 
co-owner of several LP-Gas utility and bottled 
gas properties on the eastern seaboard, was 
honored with the distinguished service award 
of the association. The citation is given for 
outstanding contributions to the progress of 
the association and the industry. 

Mr. Thomas also became the first recipient 
of the Louis and Simon Seley award, a gold 
medal and $1,000 in cash which will go an- 
nually to winners of the LPGA distinguished 
service award. 

Nearly 3,500 representatives of the industry 
attended the four-day annual convention and 
trade show. 

An exhibit of the latest LP-Gas appliances 
and equipment opened on Sunday (May 9). 
The speaking program started on Monday 
with a luncheon address by Douglas R. String- 
fellow, congressman from Utah. M. L. Trotter, 
Carolina Butane Gas Corp., Columbia, S. C., 
president of LPGA, presided at the convention 
and reviewed recent industry and association 


PGA holds convention 


HE PENNSYLVANIA Gas Association, 

meeting in Pocono Manor for its 46th an- 
nual convention from May 18-20, elected J. 
Henry Long, Philadelphia Electric Co., as its 
president. Mr. Long succeeds Andrew S. Mor- 
gan, Lancaster County Gas Div., United Gas 
Improvement Company. 

Others elected are: Carl I. Carlson, Scran- 
ton-Spring Brook Water Service Co., Wilkes- 
Barre, first vice-president; M. H. Parkinson, 
Jr., United Gas Improvement Co., Philadel- 
phia, second vice-president; L. B. Richards, 
Harrisburg Gas Div., U.G.I., third vice-presi- 
dent. Re-elected are James A. Schultz, Read- 
ing Gas Div., U.G.I., treasurer, and Russell 
W. Uhler, Lebanon Valley Gas Div., U.G.L., 
secretary. 

The meeting began with a business session 
and an address by James duPont, E. I. duPont 
de Nemours & Co., Wilmington, Delaware. 
On Wednesday, special group conferences 
were held for those interested in distribu- 
tion, customer and employee relations and ac- 
counting. Franklin H. Lichtenwalter, manag- 
ing director of the association, spoke after a 
banquet in the evening. 

Thursday special sessions were devoted to 
production and sales promotion. 
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LPGA leaders meet at annual convention in Chicago 


progress. Reports of committee chairmen fol- 
lowed. Dr. Bergen Evans, professor of English 
at Northwestern University, spoke at the 
Wednesday luncheon. 

Seven sectional meetings featuring talks 
and open forums on subjects pertinent to the 
marketer, producer, appliance manufacturer, 
utilities, equipment manufacturer, tank fabri- 
cator and international branches of the in- 
dustry were held simultaneously Wednesday. 


An unexpected development was the an- 
nouncement by Peter A. Anderson, president, 
Cargo-Guard Co., Portland, Me., that he 
would write a check for $5,000 to provide 
tuitional help for students pursuing the course 
in gas fuel technology at Southern Technical 
Institute if contributions of other industry 
representatives would match that amount. It 
was announced at the final luncheon that the 
quota had been exceeded. 


Safety men confer in Omaha 








Leo Nuhfer, safety director, The Peoples Natural Gas Co., Pittsburgh, Pa., presiding at a meeting 
of the American Gas A iation’s Accident Prevention Committee, of which he is chairman. Thirteen 
states were represented at the sessions, held, in the Fontenelle Hotel, Omaha, Neb., on May 20-21 


Ad committee decides issues in Atlanta 













A. G. A. Domestic Advertising Committee, meeting in Atlanta April 13-14, deliberated two full days 
before deciding on Association’s 1955 advertising. Seated, |. to r.: Lucy Slagle, Atlanta; Margot Sher- 
man, New York; Gussie O. Jones, Atlanta; Noel Mallaby, New York; Robbie McLean, Atlanta. Second 
row, I. to r.: Harold Eckes, Cleveland; Emmett Fremaux, New Orleans; Kenneth Fellows, Houston; 
George Webber, Jackson, Mich.; C. Fred Westin, Newark, N. J.; R. H. Cramer, New York; J. R. Pahle, 
Chattanooga; James Young and G. F. Edwards, Atlanta. Back row: Clayton Cassidy, Chicago; W. E. 
Himsworth, Brooklyn, N. Y.; N. D. Jennings, New York; Jack Bell, Birmingham and J. W. Lea, Atlanta 
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Highlights of cases before Federal Power Commission 
Rate Cases 


@ Cities Service Gas Company: The F.P.C. 
has suspended $9.5 million of a proposed 
$12.6 million wholesale natural gas rate in- 
crease filed by the company. The commission 
ruled that about $3.1 million of the proposed 
increase will be applicable to sales for resale 
for industrial use only and therefore is not 
subject to suspension under the Natural Gas 
Act. The proposed increase would affect about 
50 wholesale customers in Texas, Oklahoma, 
Kansas, Nebraska and Missouri. 


@ Hope Natural Gas Company’s suspended 
$3.7 million per year wholesale natural gas 
rate increase has been made effective by an 
F.P.C. order, as of April 9, subject to the re- 
fund of any amounts subsequently disallowed 
by the commission. The increase, originally 
filed last October 9, affects six customer com- 
panies serving markets in West Virginia, Pen- 
sylvania, Ohio and New York. 


@ Kansas-Nebraska Natural Gas Com- 
pany’s proposed wholesale rate increase of 
$694,000 (equivalent to 31 percent) has 
been suspended by the F.P.C. The proposed 
increase would affect Kansas-Nebraska’s five 
wholesale customers, all in Nebraska. The 
F.P.C. contended that in support of the in- 
crease, Kansas-Nebraska utilized a rate of re- 
turn of 634 percent and allocation methods 
which “depart from the principles and pro- 
cedures heretofore adopted by the commis- 
sion.” 


@ Tennessee Gas Transmission Company 
has filed with the F.P.C. a proposed whole- 
sale natural gas rate increase of $13.6 million, 
equivalent to a 10.3 percent annual increase to 
become effective June 1. The increase would 
affect 46 customers in Kentucky, Louisiana, 
Massachusetts, Mississippi, New York, Ohio, 
Pennsylvania, Tennessee and West Virginia. 
The company said that higher rates are neces- 
sary because of increased cost of purchased gas 
due to price redetermination clauses in gas 
purchase contracts. Concurrently, four cus- 
tomer companies, all pipelines, filed proposed 
increases intended to recover the cost of Ten- 
nessee’s proposed increase. Hope Natural 
Gas Company has filed for a $2.2 million, or 
5.4 percent per year increase which would 
affect 6 customers in West Virginia, Penn- 
sylvania, New York and Ohio. Tennessee 
Natural Gas Lines is proposing a $290,000 
or 12.8 percent annual increase affecting 
one customer in Tennessee. Alabama-Ten- 
nessee Natural Gas Company has filed a 
proposed increase of $106,000 or 8.3 per- 
cent annually, to affect 13 customers in Ala- 
bama, Mississippi and Tennessee. East Ten- 
nessee Natural Gas Company is seeking 
a $654,000 (or 15.7 percent) annual increase 
which would affect 20 customers in Tennes- 
see and Virginia. 


@ Tennessee Natural Gas Lines, Inc. has 
been directed by the F.P.C. to file a rate 
schedule which will reduce the amount of 
a proposed wholesale natural gas rate in- 
crease from approximately $227,000 to 
$156,000 per year. The increase affects its 
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affiliate and only interstate wholesale cus- 
tomer, Nashville Gas Company. The com- 
pany’s proposed $227,000 increase has been 
in effect, subject to refund, since March 1. 
In determining the company's cost of serv- 
ice, for jurisdictional sales, the F.P.C. 
excluded the Tennessee gross receipts tax. 
The rates allowed by the F.P.C. were based 
on a six percent rate of return. 


@ Transcontinental Gas Pipe Line Cor- 
poration has filed with the F.P.C. a pro- 
posed $5.7 million, or 9.2 percent, annual 
increase in wholesale natural gas rates. The 
increase would affect 50 customers in Ala- 
bama, Georgia, South Carolina, North 
Carolina, Virginia, Pennsylvania, New Jer- 
sey and New York. The company indicated 
that it was filing for proposed higher rates 
because of increases in the cost of purchased 
gas due to renegotiation and escalator 
clauses in gas purchase contracts. 


@ United Fuel Gas Company: The F.P.C. 
has approved the terms of a settlement re- 
ducing from $2.6 million to $906,000 per 
year, the amount of a wholesale natural 
gas rate increase proposed by United Fuel. 
In its original application, the company 
sought an increase of $4.2 million but later 
reduced this amount to $2.6 million to re- 
flect a reduction in purchased gas costs 
arising from an F.P.C. settlement of a 
Tennessee Gas Transmission Company rate 
case. The $2.6 million increase has been in 
effect, subject to refund, since March 1 and 
affects five customers in Kentucky, Ohio, 
and West Virginia. The F.P.C. permitted 
a 6% percent rate of return. The settle- 
ment provides that United Fuel must make 
appropriate refunds to its customers in the 
event that the corporate federal income 
tax rate is fixed at less than 52 percent dur- 
ing the effective period of the approved 
rates, or if United Fuel should subsequently 
receive refunds from its suppliers, Tennes- 
see Gas Transmission, in connection with 
that company’s prior rate proceedings. 


Construction Applications 


@ EI Paso Natural Gas Company has re- 
ceived F.P.C. authorization for the con- 
struction of 13 miles of pipeline, 1,540 
horsepower in compressor capacity, and a 
purification and dehydration plant. The fa- 
cilities are estimated to cost $3.3 million 
and will enable El Paso to acquire addi- 
tional natural gas in the Permian Basin 
area. 


@ Hope Natural Gas Company has filed 
two applications with the F.P.C., one re- 
questing authorization to increase the ca- 
pacity of its Kennedy storage pool in Lewis 
and Harrison Counties (West Virginia) 
by 10 billion cubic feet of gas, to a total 
ultimate capacity of 30 billion cubic feet 
at a cost of $1.6 million, and requiring 20 
miles of six- to 16-inch gathering lines. 
In its second application, Hope Natural 
proposes to build a 2214 mile 12-inch ex- 
tension of an existing line, at an estimated 
cost of approximately one million dollars, 


to connect with producing wells in Logan 
and Mingo Counties by a system of field 
gathering lines. 


@ Iroquois Gas Corporation has received 
F.P.C. authorization to construct 241/, miles 
of 20-inch pipeline at an estimated cost of 
$1.5 million. The new line will extend 
from Iroquois’ compressor station in Elma, 
N. Y., to its station in Tonawanda, New 
York. The line will have a maximum daily 
capacity of 60 million cubic feet and will 
help Iroquois meet the expanding market 
requirements in the Buffalo-Niagara area, 


@ Kansas-Nebraska Natural Gas Co. Ine. 
has applied to the F.P.C. for authorization 
to construct 223 miles of pipe from six tg 
12 inches in diameter and 2,700 horsepower 
in compressor capacity. The proposed con- 
struction would cost $4.1 million and would 
enable company to meet growing natural 
gas requirements on its system in central 
and northeastern Nebraska. The new facilj- 
ties would also enable the company to pump 
increasing volumes of gas from the Jules- 
burg Basin fields and the West Sidney Field 
in Nebraska, and to serve Alliance (Ne 
braska) at retail. 


@ Montana-Dakota Utilities has filed an 
application requesting authorization for the 
construction of 49 miles of 1234 inch line 
and an additional 440 horsepower in com- 
pressor capacity on its natural gas transmis- 
sion system in Montana and South Dakota, 
The estimated cost of the project is $14 
million, and it will enable the company to 
serve the increasing loads of its existing 
markets more effectively. 


@ Northern Natural Gas Company has 
filed an application requesting authorization 
for the construction of a 167-mile 24-inch 
pipeline, 45 miles of branch lines, and 
2,000 horsepower compressor unit to sup- 
ply natural gas to Duluth (Minnesota) and 
the Superior (Wisconsin) area. Total esti- 
mated cost of this project is $12.2 million 
and it could be completed prior to the 
1955-1956 heating season. The estimated 
peak day volumes of natural gas required 
in the first year amount to 18 million cubic 
feet and will increase to 53 million cubic 
feet in the fifth year. Both cities are now 
served with manufactured gas. In addition, 
Northern proposes to serve initially three 
large volume industrial consumers, on af 
interruptible basis, with 10 million cubic 
feet daily. Northern Natural states that ex- 
tension of its system into the Duluth-Su- 
perior area will enable it subsequently to 
extend natural gas service to many other 
communities, including the Mesabi Iron 
Range area. 


@ Ohio Fuel Gas Company has applied to 
the F.P.C. for authorization to construct 
241, miles of 20-inch pipeline, at a cost of 
$1.1 million, in Richland and Crawford 
Counties, Ohio to enable it to transport aa 
additional 100-110 million cubic feet of nat- 
ural gas per day from the Weaver and 
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Holmes underground storage areas. The 
northwestern Ohio market areas of Toledo, 
Bowling Green, Findlay, Tiffin, Upper San- 
dusky and several other communities would 
benefit by the construction of these facili- 


ties. 


@ Texas Eastern Penn-Jersey Transmission 
Corp., a subsidiary of Texas Eastern Trans- 
mission Corp., received F.P.C. approval to 
construct a 265 mile 24-inch natural gas 
line from the Oakford Storage Field in 
Westmoreland County, Pa., to a connection 
with Texas Eastern’s system near Lambert- 
ville, New Jersey. The project, estimated to 
cost $30.8 million, also includes a 3,300 
horsepower compressor station. These fa- 
cilities are to be leased to the parent com- 
pany, and will enable Texas Eastern to loan 
up to 136 million cubic feet of gas per day 
to Transcontinental Gas Pipe Line Corpo- 
ration during the period from November 16 
through April 15 each year. Transcontinen- 
tal will return during the other months of 
the year a quantity of gas equal to that bor- 
rowed. The additional supply will enable 
Transcontinental to increase peak day deliv- 
eries to the following customers by the indi- 
cated amounts (without changing annual 
delivery obligations): Public Service Elec- 
tric and Gas Company (67.3 million cubic 
feet); Philadelphia Electric Company (30.6 
million cubic feet); Brooklyn Union Gas 
Company (22.4 million cubic feet); Eliza- 
bethtown Consolidated Gas Company (7.1 
million cubic feet); Philadelphia Gas 
Works (5.1 million cubic feet); Delaware 
Power and Light Company (2.0 million 
cubic feet) ; and South Jersey Gas Company 
(1.5 million cubic feet). Texas Eastern was 
also authorized to increase peak day deliv- 
eries to Philadelphia Gas Works (by 49.4 
million cubic feet) and to Manufacturers 
Light and Heat Company and Ohio Fuel 
Gas Company. Texas Eastern had proposed 
to pay its subsidiary a fixed annual rental 
of $4.4 million for use of the new line. The 
commission, however, conditioned its au- 
thorization on a lease agreement which 
would include a return to Penn-Jersey not 
in excess of six percent on a net investment 
tate base, rather than the 614 percent on 
original cost, as proposed. 


@ Transcontinental Gas Pipe Line Corpo- 
tation has been authorized to construct 
57 miles of 30- and 36-inch pipeline paral- 
leling sections of its existing system in Lou- 
isiana, Mississippi and Alabama at an esti- 
mated cost of $6.5 million. The facilities 
will enable the company to increase the sus- 
tained delivery capacity of its system by 20 
million cubic feet of natural gas per day, 
of which half will be used for firm deliver- 
ies to the Sun Oil Co. refinery at Marcus 
Hook, Pennsylvania. 

In another application the F.P.C. has au- 
thorized company to construct a 19-mile, 
1234-inch pipeline, and to sell an existing 
14-mile, 6-inch line in Vermilion Parish, 
Louisiana, The proposed line is estimated 
to cost $1.0 million and will enable the 
company to increase its take from the West 
White Lake Field from 15 million cubic 
feet per day to a maximum of 41.5 million 
cubic feet daily. 
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@ Trunkline Gas Company has filed an ject is $67 million, and will enable Pan- 
application with the F.P.C. requesting au- handle Eastern to increase its present peak 
thorization for the construction of a new day capacity by 50 percent to 1.4 billion 
crossing of the Mississippi River of its nat- cubic feet. The Waverly project will enable 
ural gas transmission system. The company Panhandle Eastern to produce a peak day 
contends that the new crossing, to be lo- deliverability from storage of 200 million 
cated just north of the existing crossing at cubic feet while the looping of the main line 
Greenville, Miss., is necessary because the and compressor installation will increase 
location of existing lines has deteriorated the peak day system capacity by 255 million 
to the extent that the crossing is considered cubic feet. Panhandle proposes to deliver 
to be in possible danger. The proposed new an additional 100 million cubic feet per 
facilities would cost $3.0 million. day to East Ohio Gas Co., 50 million to 

Ohio Fuel Gas Co., and 60 million to 
@ Panhandle Eastern Pipe Line Company Michigan Gas Storage Company. Other cus- 
has filed an application requesting FPC tomers to receive additional supplies include 
authorization for the construction of 295 Central Illinois Light Co., Central Illinois 
miles of 26-inch and 30-inch main line loop- Public Service Co., Illinois Power Co., Cen- 
ing and an increase of 113,000 in installed tral Illinois Electric and Gas Co., City of 
compressor horsepower. In addition the Morton (Ill.), Central Indiana Gas Co., 
company seeks approval for construction of | Greenfield (Indiana) Gas Co., Ohio Valley 
about 97 miles of lateral lines and the devel- Gas Co., Northern Indiana Public Service 
opment of the Waverly storage field in Co., Kokomo (Indiana) Gas Co., and the 
Illinois. The estimated cost of the total pro- Indiana Gas and Water Company. 


A point of order... 


@ The MONTHLY extends its apologies to partment staffs. 

Miss Marie R. Meany, purchasing agent, 

Brooklyn Borough Gas Co., Brooklyn, New @ The Peoples Water and Gas Company, 
York. In the May issue’s article on the North Miami, Fla., although a member of 
A. G. A. National Purchasing and Stores the Gas Institute of Greater Miami which has 
Conference (page 25), Miss Meany is er- adopted the Handy Flame advertising char- 
roneously identified as purchasing agent of acter, continues to use Pepi and Speedy 
The Brooklyn Union Gas Company. Therm, as in the past. 

Apologies, too, to John C. Sims, purchasing The MONTHLY learned this fact after the 
agent at Brooklyn Union, who added much to _ information concerning the use of the Handy 
the conference program with his discussion on Flame character, created by W. H. Rohr, Jr., 
the selection and training of purchasing de- _ had been printed on page 47 of the May issue. 


New A.G.A. color film will soon be ready 


What's all the hub-bub? A. G. A.’s new color motion picture is being made in cooperation with 
“Woman's Home Companion” magazine and National Association of Home Builders. Janet Riley, 
star of film, is being “shot” before gas built-in. Miss Riley was star of Broadway production of “The 
Moon is Blue”. Other stars are Marsha Hunt, Darren McGavin and Scott McKay. Movie producer is 
Norman Lloyd, director of prize play “The Golden Apple.” Prints for new 12'4-minute film, cleared for 
television use, will be available from New Freedom Gas Kitchen and Laundry Bureau in late July 
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John Clark retires after 42 years with Hope Natural Gas 


OHN A. CLARK, chairman of the board 

of directors, Hope Natural Gas Co., 
Charleston, W. Va., retired on May 1 after 
42 years of service with the company. 

Mr. Clark joined Hope Natural in 1912 
as a meter engineer. He rose from that po- 
sition to become president of the company in 
1951 and chairman of the board of directors 
in 1953. He was also a member of the board 
of directors of the Consolidated Natural Gas 
Co., parent firm of the Hope organization. 

As a director of Consolidated Natural he is 
succeeded by Everett H. Tollefson, president 
of Hope Natural and of the River Gas Co., 
Marietta, Ohio. 

After receiving his degree in mechanical 


Personal 


and 
otherwise 





engineering from Cornell University in 1910 
Mr. Clark joined the Westinghouse Machine 
Co., which he served for two years. Before his 
election as president of Hope Natural in 1951, 
he had served as meter engineer, construction 
engineer, assistant general superintendent, 
general superintendent, chief engineer and 
vice-president in charge of operations. Mr. 
Clark was a member of the board of directors 
of the River Gas Company. 

At a banquet in his honor, Mr. Clark re- 
called that when he was first employed, the 
firm had only five pump stations and handled 
a comparatively small amount of gas. 

Mr. Clark has served the company during 
its periods of greatest expansion and was es- 


pecially active in helping to plan the major 
expansion program immediately following 
World War II. Mr. Clark was also a member 
of the board of directors of the River Gas 
Company. 

A member of American Gas Assocation, 
Mr. Clark was active in the former Natural 
Gas Department. He is also a member of the 
West Virginia Oil and Gas Association. 

Mr. Tollefson is an alumnus of University 
of Minnesota. He has been with the Consolj. 
dated System companies since 1930 and with 
the Hope company since 1939. He has served 
as president of Hope since 1953 and as a dj- 
rector since 1948. Mr. Tollefson is a member 
of American Gas Association. 


Baker succeeds Barth in Wisconsin post 


D. BAKER has been elected assistant to 

. the president of the Wisconsin Power 
and Light Company. He succeeds E. A. Barth, 
who retired on May 1. 

Mr. Baker has been associated with the 
utility industry for 39 years, all but six of 
them with the Wisconsin Power and Light 
Company. A graduate of the University of 
Michigan in 1915, he began work that year 
as an engineer with the Public Service Com- 


pany of Northern Illinois. 

In 1919, Mr. Baker joined the Wisconsip 
Power and Light Co., and was employed in 
various phases of operations and_ security 
sales work. Since then, he served as super- 
intendent of utility property, systems engineer, 
purchasing agent and assistant treasurer. He 
was named personnel director in 1951 and 
director of methods in 1953. 

Mr. Baker is a member of A. G. A. 


Names in the news. . . a roundup of promotions and appointments 


Utilities 

Howard B. Everett has been named per- 
sonnel manager for Southern Counties Gas 
Company. With the company since 1937, he 
is a graduate of the University of California 
at Berkeley. 

Homemaking expert Louise Frazier will 
head The East Ohio Gas Company's tele- 
vision program, “Women’s Window’, suc- 
ceeding Ethel Jackson. She comes to Cleve- 
land from New Haven, Connecticut. 

The Ohio Fuel Gas Co., Columbus, an- 
nounces several personnel promotions. Ken- 
neth M. Baker, news bureau manager, has 
been promoted to the information depart- 
ment of the parent organization, Columbia 
Gas System, Inc. Mr. Baker has served the 
company since 1953, is a former Ohio State 
Journal reporter. Edwin McCoy succeeds him 
in his Ohio Fuel position. Also a former 
newspaper reporter, Mr. McCoy has served 
the company since last July. 


David Young, assistant manager of in- 
dustrial and commercial sales, is now as- 
sistant district manager for the Toledo dis- 
trict. Replacing him in Ohio Fuel’s general 
office will be Charles C. Eeles, Toledo dis- 
trict industrial and commercial sales man- 
ager. Mr. Eeles is a member of American 
Gas Association's Industrial and Commer- 
cial Hall of Flame. 

At the Peoples Natural Gas Co., Pitts- 
burgh, A. G. Boyer has been promoted to 
assistant superintendent in charge of pro- 
duction and transmission. Albert I. Ingham, 
formerly chief geologist, is superintendent 
of land and geology. Harold Joiner, as chief 
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engineer, is head of the consolidated engi- 
neering activities of the company. A. F. 
Kraus and W. F. Spencer are his assistants. 
Colin U. Miller is now manager of the east- 
ern division, and George Brisbin is filling 
the same position in the northern division. 
Leland G. Hanna will head the central di- 
vision, R. W. Power, the southern division 
and George R. Kline the western division. 
The Lone Star Gas Company and Lone 
Star Producing Company have announced 
six personnel changes. John M. Kindle is 
superintendent of operations; Thomas S. 
Bacon is transmission chief engineer, Ches- 
ter R. Rogers is superintendent of gaso- 
line plants, Carl M. Hill is superintendent 
of operations and M. O. Attebery has been 
advanced to superintendent of production. 
Gerdes Rice, superintendent of right-of-way 
and claims, has transferred from the land 
department to the transmission division. 


John MacLarty is supervisor of gas appli- 
ance service, Rochester Gas & Electric Cor- 
poration. Mr. MacLarty has served the com- 
pany since 1931 and since 1947 has been su- 
pervisor-instructor of its Gas Appliance 
Service Training School. He is currently 
serving as vice-chairman of the A. G. A. Op- 
erating Section’s Customer Service Subcom- 
mittee. 


The company has also announced that 
John Davis has been promoted to superin- 
tendent of the East Station and Gordon L. 
Calderwood has been named engineer of the 
gas production department. Both men are 
members of A. G. A. and have served the 
company for many years. 


Gerald C. Marrs has been named indus- 
trial sales manager of United Gas Improve- 
ment Co., Philadelphia. Formerly, he was 
sales manager of the Harrisburg Gas Divi- 
sion. Russell Uhler will become sales man- 
ager to succeed Mr. Marrs, and Herbert 
Wolpert will follow Mr. Uhler in his oid 
job as general manager of the Lebanon Val- 
ley District, Harrisburg Gas Division. 


William H. Bounds is now assistant trans- 
mission engineer, The Equitable Gas Co, 
Pittsburgh. He has been with the company 
since 1935. 


Merton F. MacGregor has been appointed 
gas plant superintendent of The Connecticut 
Light & Power Company’s Norwalk plant to 
succeed John C. Miller. Mr. Miller resigned 
recently to become superintendent of gas, 
The Stamford Div., Connecticut Power Com- 
pany. 


Manufacturing and Service 
Companies 


H. W. Milner has been named executive 
sales assistant of Ruud Manufacturing Co. 
Pittsburgh. He was formerly manager of 
Affiliated Appliances, a division of Affili- 
ated Gas Equipment, Inc. 

Roberts-Gordon Appliance Corp., Buf 
falo, has named one of its directors, Robert 
J. Warnecke, vice-president in charge of 
engineering and elected William E. Davis 4 
director and vice-president in charge of 
sales. 

(Continued on page 39) 
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(Continued from preceding page) 

John J. Reilly has been appointed chief 
appraisal engineer, Ebasco Services, Inc. He 
succeeds W. M. Black, now consulting ap- 
praisal engineer. The company has assigned 
Robert Easterly to its Chicago office to rep- 
resent Ebasco in connection with new busi- 
ness developments. 


Michael J. Kraemer, former public utili- 
ties economist with Lionel D. Edie & Co., 
Inc., has joined Commonwealth Services, 
Inc. He will act as general consultant, spe- 
cializing in financial studies, security anal- 
yses and budgetary problems. 


American Meter Company reports that 
Donald C. Wiley has been appointed vice- 
president in charge of engineering and re- 
search. He has served the company since 
1947; was appointed director of research in 
1949 and vice-president-research in 1950. 
Hilding V. Beck has been named chief en- 
gineer for the company. He has served the 
company since 1936 and has been closely as- 


sociated with the Southwestern Gas Meas- 
urement Short Course held each year in Nor- 
man, Okla., and Morgantown, W. Virginia. 
E. Jack Mowry is now manager of industrial 


relations. He has served the company since - 


1937 as personnel director since 1947. 


J. P. Hutchinson has rejoined Bastian 
Morley Co., LaPorte, Ind., as general sales 
manager after four years with Lawson 
Heater Co., Pittsburgh, and National Steel 
Construction Co., Logansport, Indiana, Mr. 
Hutchinson is active in Gas Appliance Man- 
ufacturers Association. 


Julian F. Warren, formerly merchandise 
manager of The Coleman Co., Inc., has been 
named director of advertising and sales. Mr. 
Warren succeeds Tom Gibbons, who died 
on January 24 of automobile accident in- 
juries. Leland C. Ginn has been advanced to 
merchandise manager. 


Inwood Smith has been appointed to the 
newly-created position of vice-president in 


Hays follows Peters as Laclede vice-president 


EORGE R. HAYS has been named finan- 
cial vice-president of Laclede Gas Co., 
St. Louis, to succeed L. C. Peters. 


Mr. Peters resigned recently to accept a posi- 
tion with Continental Oil Company. 
Mr. Hays was formerly employed as assist- 


Poe elected corporate secretary in Colorado 


EWIS M. POE has been elected corporate 

secretary of Colorado Interstate Gas Co., 
Colorado Springs. 

Mr. Poe, who joined the company in 
January, 1952 as attorney, was named assist- 


Gallagher named assistant to 


ERNARD E. GALLAGHER has been 

named assistant to H. R. Searing, presi- 
dent of Consolidated Edison Company of New 
York, Inc. Mr. Gallagher succeeds Edward 
E. Hill, who has retired. 


Joins Columbia Gas 


R. JUDSON L. ANDERSON, geologist 

specializing in gas and oil reserve esti- 
mates, has joined the Columbia Gas System, 
Inc., as assistant to Irving K. Peck, vice-presi- 
dent of the company. 

Dr. Anderson was an associate professor of 
geology at Johns Hopkins University from 
1940 until 1951. He did consulting work for 
the Maryland Department of Geology, Mines 
and Water Resources and was an advisor on 
gas development in western Maryland. He has 
conducted surveys in Venezuela, Colombia, 
Peru and West Africa. Since 1951, he has 
setved Ralph E. Davis, oil and gas consultant. 

His new headquarters will be in the Colum- 
bia Gas System Service Corporation office in 
Houston, Texas. 

Dr. Anderson received the doctor of phi- 
losophy degree from Johns Hopkins Univer- 
sity in 1928. He is a member of the American 
Association of Petroleum Geologists and a fel- 
low in the Geological Society of America. 
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ant secretary in July. He succeeds Roy L. 
Thomas, who asked to be relieved as cor- 
porate secretary because of health reasons. 

A graduate of Oklahoma University in 
1928, Mr. Poe maintained a general practice 


Consolidated Edison’s Searing 


Mr. Gallagher joined the company in 1930 
as a meter tester. By 1936 he was a job and 
wage analyst in the personnel department. In 
1948 he was assigned to a two-year tour of 
duty in the company’s executive development 


charge of sales, RCA Estate Appliance Cor- 
poration. 


Servel, Inc. has announced two region 
heads for air conditioning: Nils D. Sellman, 
formerly manager in the southern region, 
has been transferred to the eastern region, 
with headquarters in New York. Patrick B. 
Krapfl, succeeds Mr. Sellman in his former 
post in Atlanta, Georgia. Carl E. Deig has 
been promoted to production control man- 
ager. He has served the company since 1930. 


R. N. Smith, formerly secretary-treasurer 
of Temco, Inc., Nashville, Tenn., is now 
vice-president and treasurer. He has been 
with the company since 1931, and had served 
as secretary-treasurer since 1935. C. F. Bau- 
man, recently appointed director of manu- 
facturing has been made a vice-president. 
Mr. Bauman joined Temco in 1929, and is 
today responsible for the overall production 
program of the company’s gas heating appli- 
ances and gas clothes dryers. Dudley Gallo- 
way, with the company since May 1953, has 
been named secretary. 


ant to the financial vice-president of Illinois 
Bell Telephone Company. 

He is a graduate of the University of Colo- 
rado and the Harvard Business School. 


of law upon release from military duty after 
World War II. He continued in that field 
until he joined Colorado Interstate Gas 
Company. Mr. Poe is a member of American 
Gas Association. 


program, which involves a series of half- 
year appointments in various departments. 
Since 1950, Mr. Gallagher has been a staff 
assistant. He is a graduate of Bloomsburg 
State College and Columbia University. 


Larson leaves Gas Construction and Service 


RICK LARSON has retired from Gas Con- 

struction and Service Co., Inc., New York 
to establish a consulting engineering firm. Mr. 
Larson, who had served Gas Construction for 
about two years, is no longer a stockholder, 
officer or director of the company. 


Mr. Larson had served as president of Com- 
monwealth Natural Gas Corp., Virginia, natu- 
ral gas engineer, Ford Bacon & Davis, engi- 
neer on natural gas problems, Federal Power 
Commission, and distribution engineer, Long 
Island Lighting Co., New York. 





OBITUARY 


Harold J. Reekie 


vice-president and general manager of United 
Cities Utilities Company and vice-president 
and treasurer of its bottle gas affiliate Metro- 


gas, Inc., both of Chicago, died suddenly on 
April 15 at his home in Evanston, Illinois. He 
was 42 years of age. 

Mr. Reekie was employed by United Cities 
in 1936 as district manager of Central Wis- 
consin Gas Co., Sparta. In 1948, he was trans- 
ferred to the company’s executive offices in 
Chicago to become general manager of United 
Cities and Metrogas. 

Mr. Reekie is survived by his wife, Cather- 
ine and three daughters. 
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The luncheon on Friday was con- 
ducted by John MacLarty, Rochester Gas 
& Electric Corporation. Subjects included 
methods of leveling out seasonal labor 
peaks in service department operations, 
a description of the development of low 
Btu pilots and range ignition systems, 
domestic gas incinerators, and educa- 
tional program for gas heating dealers. 

The panel members described the 
methods used by their respective com- 
panies to even out the work load vs 
manpower during seasonal work load 
peaks. The description of the develop- 
ment of low Btu pilots and range igni- 
tion systems was presented to elaborate 
on the published data and information 
presented at the general session on 
Thursday. 


Distribution Design 

The problems resulting from the 
operation of gas distribution facilities in 
conformance with state codes and in 
their administration, including the na- 
ture of the relationship existing between 
the utilities involved and the regulatory 
body, were the first topic at the Wednes- 
day Luncheon Conference on distribu- 
tion design and development. 

Chairman F. G. Sandstrom, Consoli- 
dated Edison Company of New York, 
discussed the increasing activity involv- 
ing the development and establishment 
of state and national codes. He men- 
tioned that the publication of the ASA, 
B-31 National Code probably would pre- 
cipitate new problems in sections where 
codes were not in force. 

Anthony Demse, Milwaukee Gas 
Light Co., discussed the nature of the 
Wisconsin situation as a representative 
of the Wisconsin Utilities Association 
Gas Safety Code Committee (DMC-54- 
12). The corresponding conditions ex- 
isting in New York State were outlined 
by T. C. Moran, Niagara Mohawk 
Power Corp., as a representative of the 
New York State Gas Distribution Safe 
Practices Committee. 

Mr. Moran also explained the nature 
of the relationship existing between this 
committee and the New York State Pub- 
lic Service Commission. He suggested 
that all utilities review their current 
practices and compare them with those 
of other companies operating in their 
state, and investigate code matters in 
other states. 

Next on the program was M. S. David, 
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Boston Consolidated Gas Co., reporting 
on efforts to analyze information on the 
methods currently employed for ventilat- 
ing vaults obtained from a questionnaire 
distributed to several representative com- 
panies. John F. Schuldt, The Peoples Gas 
Light and Coke Co., is chairman of the 
subgroup and preparing a report on 
design and ventilation of regulator sta- 
tions. L. G. Henry and W. Nacovsky 
presented the results of an investigation 
and recent tests of vault ventilation 
equipment conducted by the Consoli- 
dated Edison Company of New York. 

The final topic on Wednesday was the 
presentation of a preliminary report on 
methods and equipment employed to 
prevent overpressuring, delivered by M. 
Anuskiewicz, Jr., The Brooklyn Union 
Gas Company. He is chairman of an- 
other subgroup which is endeavoring to 
determine the best practices currently 
employed by the industry to provide such 
protection. 

E. F. Trunk, Laclede Gas Co., pre- 
sided at the Friday Luncheon Confer- 
ence. D. M. Edmonds, Bell Telephone 
Company of Canada, outlined the serv- 
ices and facilities which the Bell Tele- 
phone Systems of both Canada and the 
United States are prepared to furnish in 
connection with telemetering and remote 
control. Several interesting examples 
were cited and illustrated by slides show- 
ing how telemetering and remote con- 
trol assisted in handling dispatching 
problems on gas and oil pipelines. Dis- 
cussion and questions centered chiefly 
around the dependability of service of 
leased telephone lines. : 

Robert Stringer, Central Illinois Elec- 
tric and Gas Co., presented a paper 
(DMC-54-8) illustrating a method of 
studying small gas utility distribution 
systems to determine best means of rein- 
forcement to carry heavier loads. His dis- 
cussion and the summarization which 
followed brought out what can be done 
in attacking this problem by using rec- 
ords and data already available in most 
utility companies. 

B. E. Hunt, Illinois Power Co., pre- 
sented a preliminary report (DMC-54- 
4) of the work of a subgroup studying 
the design of gas services from the main 
through the meter. By the use of slides, 
Mr. Hunt presented some examples of 
good practice in the design of services 
for basementless buildings. 


Corrosion 
The Corrosion Luncheon Conference 











on Wednesday took the form of a pane 
discussion on various types of pipe coat. 
ing. Following a discussion on protective 
pipe coating (DMC-54-3) by Moder. 
tor N. P. Peifer, The Manufacturers 
Light & Heat Co., each member of the 
panel spoke for a few minutes on the 
type of coating that his industry repre. 
sented. 

Questions written on blank cards were 
collected and submitted by the moderator 
to the respected qualified panel members, 
These questions covered a wide range of 
coating problems and practically covered 
the complete line of available coating 
materials and methods of applications. 

A lot of interest was shown in meth- 
ods of testing coating, materials and 
proper application of various coatings, 
The plasticized enamels and plastic tapes 
came in for a fair share of the discussion, 

Panel members and their topics were 
coal tar products, N. T. Shideler, Pitts. 
burgh Coke and Chemical Co. ; asbestos 
felt wrappers, C. A. Bailey, Johns-Man- 
ville Sales Corp.; glass fiber wrappers, 
L. C. Cagin, Glass Fibers, Inc. ; wax type 
coatings and wrappers, C. B. Smith, 
Dearborn Chemical Co.; plastic tapes, 
H. D. Segool, The Kendall Co. ; asphalt 
coatings, R. H. Cubberley, Flintkote 
Company. 

J. L. Adkins, chairman, Corrosion 
Committee, presided. 

The large demand for information re- 
garding all phases of insulating joint use 
created the necessity of holding a panel 
discussion Thursday on this subject. 
C. W. Beggs, vice-chairman, Corrosion 
Committee, presided and M. C. Miller, 
Allendale, N. J., served as moderator. 
Panel members were C. L. Goodwin, 
Portland Pipe Line Corp.; A. W. Pea 
body, Ebasco Services, Inc.; C. S. Rice 
ard, Socony-Vacuum Oil Co. ; J. C. How- 
ell, Public Service Electric and Gas Co.; 
J. P. Daratt, Niagara Mohawk Power 
Corp.; R. E. Kuster, Union Gas Com 
pany of Canada Ltd. Excerpts from the 
discussion, which is available (DMC 
54-22), follow. 

Many kinds of current exist on pipe 
lines. Magnetic earth currents, lightning 
surges, stray railway and industrial cur 
rents, fault currents, normally induced 
currents and protection currents. Stray 
AC is a normal state and we have to live 
with it. The electric engineering depart 
ment of the local electric company is the 
source from which to get information o 
induced currents on pipelines parallel: 
ing power lines, should this be necessaty. 
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Insulating joints sectionalize pipelines 
for the sake of current control. A light- 
ning arrester is a mecessary accessory for 
the protection of an insulating joint 
from power surges. Insulating joint fail- 
ures have occurred on lines in high re- 
sistance soils (over 10,000 ohm) where 
one side of the insulating joint is coated 
pipe and the other side bare pipe, and 
where no lightning arrester was used. 

Insulating joints and coated pipe are 
to be considered dangerous to personnel. 
A high voltage may appear across or on 
them under certain circumstances and so 
they should be grounded when being 
serviced. 

Counterpoise wires under high ten- 
sion wires should be interrupted a rea- 
sonable distance at each pipe crossing. 
Bonding counterpoise or tower footing 
to the pipeline is not desirable. 

A fault current travelled over 100 
miles on a pair of pipelines, one bare 
and one coated. 

Zinc rods at either side of an insulat- 
ing joint allow surges to escape harm- 
lessly from coated lines. All lightning 
arresters require considerable mainte- 
nance and care. There is need for im- 
provements and invention here. 

A ground grid at valve locations to 
rotect personnel was described. Meters 
should be bonded across, when being 
changed, to prevent personnel hazard 
under some circumstances. 

It was recommended that a joint com- 
mittee with Edison Electric Institute be 
set up to study joint power line pipeline 
problems. 


Plastic pipe 

The luncheon meeting held by the 
Subcommittee on Plastic Pipe Standards 
opened with the reading of a report by 
the chairman, Guy Corfield, Southern 
California Gas Company. 

A questionnaire was sent to 55 differ- 
ent companies and 38 replies were re- 
ceived and summarized. 

This summary was discussed at a meet- 
ing of the subcommittee in Chicago, to 
which were invited representatives from 
the plastic manufacturers group and the 
pipe and fitting extruders and fabricators 


group. 


There was considerable discussion on 
all points, particularly with respect to 
pipe dimensions, and physical strength 
tests that could be used for specification, 
purchase and acceptance purposes. The 
results of these discussions were sum- 
marized as follows: 

1, The subcommittee wishes to em- 
phasize that the word “plastic” is a ge- 
neric term which applies to a distinct 
group of materials. Each of the numer- 
ous plastic materials has its own peculiar 
physical and chemical properties which 
must be considered before its applicabil- 
ity and serviceability for any end use can 
be determined. From the standpoint of 
describing a specific material, it is no 
more appropriate to refer to ‘plastic’ 
pipe than it would be to refer to “metal” 
pipe. 

2. The subcommittee wishes to state 
that although a few of the currently 
available materials have been used with 
success to date for the distribution of 
natural gas, the consumer should thor- 
oughly investigate the qualifications of 
any and all kinds of plastic pipe that are 
under consideration for any application 
before the material is used. 

3. The materials currently used to 
produce thermoplastic pipe for gas in- 
dustry use underground are subject to 
attack by aromatic hydrocarbons. There- 
fore, the subcommittee cannot recom- 
mend the use of such pipe for the distri- 
bution of manufactured gas until further 
research and tests have been completed. 

4, With respect to outside diameters, 
the subcommittee tentatively recom- 
mends that two pipe size schedules be 
offered by the plastic materials pipe 
manufacturers for use in the gas indus- 
try. These schedules would be: a. 
A.S.T.M. Standard Specification B-88 
for copper pipe; b. A.P.I. Standard Spec- 
ification 5L for iron line pipe. 

5. The subcommittee is not prepared 
at this time to make wall thickness speci- 
fications. However, The Society of the 
Plastics Industry has been asked to sub- 
mit minimum wall thickness recommen- 
dations for each kind of plastic pipe pro- 
duced that will be adequate for the pipe 
to withstand mechanical handling, me- 
chanical tamping of earth backfill and 


earth load within the installation and 
service temperature range indicated on 
the subcommittee’s plastic pipe question- 
naire summary report. 

6. As regards wall thickness, the sub- 
committee recommends the use of either 
Barlows or Lamé’s formula to calculate 
safe working strength values, whichever 
provides the lowest value for the burst- 
ing strength of the material. These for- 
mulas equate burst pressure, in psi, to 
tensile constant, wall thickness and di- 
ameter. 

7. The tensile constant is the long 
time safe working unit stress. The Soci- 
ety of the Plastics Industry has been 
asked to submit allowable values for each 
of the various plastic materials, which 
could be applied to the burst formulas 
and which would be applicable to pipe 
exposed to the temperature range noted 
in the questionnaire summary. 

8. The subcommittee tentatively ac- 
cepted an impact strength test method 
of the weight drop type. The Society of 
the Plastics Industry was requested to de- 
velop the details of this test method and 
conduct appropriate tests on each kind of 
plastic pipe at various temperatures. and 
with the pipe under pressure. 

Following Mr. Corfield, Dr. Robert I. 
Leininger, Battelle Memorial Institute, 
reported on the Society of the Plastics In- 
dustry’s research study on thermoplastic 
pipe test procedures in progress at the 
Institute. Active interest was expressed 
in Dr. Leininger’s work and, in general, 
it was agreed that there appeared to be 
no need for the gas industry to. do any 
research on test methods and engineering 
properties of plastic materials if, as in- 
dicated, the plastics industry proceeds ac- 
tively with their plans for such work in 
cooperation with the gas industry. 

There was discussion on the ability of 
plastic materials to withstand manufac- 
tured gas and, while. it was agreed that 
future developments might produce plas- 
tics that would be immune to manufac- 
tured gas drip liquids or high concentra- 
tion of aromatic hydrocarbon vapors, the 
currently available plastics should be 
used only with great caution by compa- 
nies who distribute manufactured gas or 
employ it for peak shaving. 





Rate making 
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portant subject. 
Appendix V of the Report, pages 191 
to 192 in the 1930 Proceedings, is a ‘“Re- 
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port of Subcommittee on Organizing 
Rate Work in a Company” which should 
be of interest to a company that is con- 
sidering organizing rate studies. 

A recent report that contains valuable 
material on the subject of organizing rate 


work is “Responsibilities, Functions and 
Organization of the Rate and Economic 
Research Department of the Cincinnati 
Gas & Electric Company” published as 
Appendix G of the 1952-3 Rate Com- 
mittee Report. 
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Home laundries 








(Continued from page 11) 


sion advertising. A total of 18 advertise- 
ments—1,120 lines each and signed by 
“The Natural Gas Companies of Pitts- 
burgh’’—was run in the Pittsburgh daily 
newspapers, and nearly 500 daily and 
weekly newspapers were used by the in- 
dividual companies. 

Many dealers took advantage of the 
gas companies’ cooperative newspaper 
offer and placed many thousands of lines 
of tie-in advertising which was supple- 
mented by many thousands of lines of 
newspaper editorial copy. 

The automatic gas water heater was 
presented as a vitally necessary partner of 
the automatic clothes-washer by the use 
of such slogans as: 

“Are you getting 160-degree hot 
water ?” 

“A modern 30-gallon automatic gas 


water heater supplies more hot water 
faster than any other type water heater up 
to 80-gallon capacity.” 

The automatic gas dryer advertising 
underscored these strong selling points: 

“Dependable GAS dries your clothes 
for only a penny a load.” 

“A modern gas dryer costs less to in- 
stall—less to run.” 

A kickoff meeting introduced the 
home laundry campaign to dealers and 
its various aspects were explained by 
Charles Yost, general sales manager of 
The Peoples Natural Gas Co., Robert H. 
Lowe, general sales manager of The 
Manufacturers Light and Heat Co., and 
Richard Conover, general promotion 
manager of Equitable Gas Company. 

During the campaign, the three Pitts- 
burgh companies in conjunction with the 
Ruud Manufacturing Company pre- 
sented the new Modern Gas Home Laun- 


washer and dryer dealers. The three 
pliances were demonstrated in full opera. 
tion with gas water heaters of average 
and high Btu input connected to auto. 
matic washers to show that high input js 
necessary for continuous, load-after-load 
operation of the automatic washer at g 
maintained temperature of 160 F. in the 
tub. ; 
Two features of the presentation were 
a laundry demonstration by Flora 
Dowler, home service director, The Man. 
ufacturers Light and Heat Co., and a 
fashion show was staged by Kathryn 
Barnes and Ruth Severson, home service 
director of Equitable Gas Company and 
The Peoples Natural Gas Company re 
spectively. Shown were garments made 
of cotton, nylon, orlon, acrilan and other 
synthetic fibers that had been washed in 
gas-heated water and dried in a gas dryer, 








Industrial round-table__ 
(Continued from page 18) 


tics to “harass the company into a state of 
confusion.” A series of unexpected “hit and 
run” work stoppages were staged by the traf- 
fic employees in many of the 200 offices on 
different days, instead of at one time. They 
returned to work after a short time at many 
of the offices and then walked out again after 
a day or two. In other offices they returned to 
work again briefly and later walked out a 
third time. Pickets appeared sporadically at 
many of the offices. 

In order to maintain normal telephone serv- 
ices, local supervisors as well as supervisors 
from different offices were recruited by the 
company to fill the intermittent personnel gaps 
left by the tollmen. As soon as the traffic em- 
ployee pickets disappeared, the tollmen re- 
ported for work. Generally, they were in- 
formed by the supervisors that they were “not 
needed” or that their jobs were “covered” that 
day, but they should report the next day. Some 
were reinstated immediately and some were 
put to work immediately only after promis- 
ing that they would cross future picket lines. 
At some offices, after several refusals to cross 
sporadic picket lines, tollmen were laid off 
an additional day. 

In dismissing charges that the employer un- 
lawfully discriminated against the tollmen by 





refusing to take them back to work immedi- 

ately each time they offered to return as pun- 

ishment for their aiding the “hit and run” 
traffic employees, the NLRB made the follow- 
ing rulings: 

Company was motivated only by its legitimate 
business interest to maintain continuous toll 
services and did not seek to punish the toll- 
men for refusing to cross picket lines. 

“Hit and run” strike tactics of traffic em- 
ployees was unprotected concerted activity 
similar to sit down strikes and slowdowns, 
which gave the employer the right to disci- 
pline them, if he had wanted to. Because 
the tollmen joined in the traffic employees’ 
unprotected strike activities with knowledge 
of their unlawful hit and run tactics, they 
also removed themselves from the protection 
of the Act, and could also have been disci- 
plined. 

Tollmen had a duty to disassociate themselves 
from the unlawful “hit and run” strikers. 
Although some tollmen who refused to cross 
the picket lines may have had no knowledge 
of the unlawful strike tactics of the traffic 
employees, the employer had no duty ‘to 
pause during the heat of the strike to ex- 
amine into the degree of knowledge of each 
tollman.” 

@ Unemployment compensation—Stee/ 

strike claimants denied UC in shutdown—Un- 

employment compensation claimants idled by 





a strike at Pittsburgh Steel Company, Mones. 
sen, Pa., in 1952 during the industrywide 
strike of that year are denied benefits for the 
duration of the actual strike plus the time re. 
quired to reopen the mill. Denial by The Su. 
perior Court of Pennsylvania upholds the Un. 
employment Compensation Board of Review, 
whose decision had been appealed by the em- 
ployees. 

The employees, all members of CIO’s Steel. 
workers, went on strike April 29, 1952. The 
strike ended officially on May 2, but because 
of a steam plant failure they were not called 
back to work until May 12. They wanted UC 
from May 2 to May 12. 

In anticipation of the strike the union had 
agreed to allow maintenance employees through 
the picket line to keep the steam plants open. 
But this agreement was repudiated a day after 
the strike started, so a too-rapid cooling of the 
pipes damaged them. Without steam no steel 
could be produced. It appears that the damage 
was repaired by May 6 and the first hot metal 
delivered to the open hearths on May 8. It was 
not until May 12, however, that steel could be 
processed and delivered to the “‘finishing side” 
of the mill, where the claimants were em 
ployed. 

The court’s denial of benefits during the en- 
tire closing of the mill is based on prior inter 
pretations of the labor-dispute disqualification 
provisions of the state’s U.C. statute. 





Better selling urged 


(Continued from page 30) 





At the morning session on Wednesday, 
Fred W. Dopke, Indiana Gas & Water 
Co., Inc., newly elected chairman of the 
council, presided. The election of H. D. 
Valentine, The Peoples Gas Light & 
Coke Co., as vice-chairman was an- 
nounced. 
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James F. Donnelly, vice-president in 
charge of sales, Servel, Inc., told the 
meeting of Servel’s plans for the coming 
year in refrigeration, air-conditioning 
and in the field of sales promotion. D. K. 
Patterson, sales promotion manager of 
Servel, briefly described the new sales in- 
centive plan which Servel is sponsoring 
through the Residential Gas Section of 
A. G. A. 








H. R. Nielsen, manager of the Servel 
air conditioning division, spoke of the 
tremendous growth of air conditioning ia 
the last year, when volume increased 
more than 100 percent. 

The meeting closed with two inspite 
tional speakers. They were H. A. Berg 
doll, The Crane Company, Chicago; and 
H. Roe Bartle, president, Missouri Valley 
College, Kansas City, Missouri. 
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LPG standards 


(Continued from page 9) 


ting of relief valves in cubic feet of air 
rather than in cubic feet of liquefied pe- 
troleum gas. Appendix D remains as 
originally printed in the 1949 edition of 
NFPA Pamphlet No. 59. The revised 
sandards will contain a table of contents 
for rapid reference. 

The A. G. A. advisory committee will 
continue to be active and will begin 
sudy on the limiting capacities of lique- 
fied petroleum gas storage containers 
with the fundamental idea in mind that 
the present limit of 30,000 standard U. S. 
gillons water capacity for storage con- 
tainers can be increased when products 
having relatively low vapor pressures are 
sored. Also further consideration will be 
given safety measures that may be used in 
thedesign and construction of new plants. 

During the work of revision of the 
standards the interest of all members of 
the A. G. A. advisory committee was at a 
high level and cooperation within the 
group was excellent. The assistance given, 
when advice was needed, by Mr. H. E. 
Newell, Chairman of the National Fire 
Protection Association Committee on 
Gases, and by Committee Secretary, Mr. 
Clatk F. Jones, was sincerely appreciated. 

Personnel serving on the A. G. A. 
Committee on Liquefied Petroleum Gas 
Utility Code with the chairman include: 
Guy Corfield, A. J. Demse, F. E. Drake, 
C.L. Hulswit, H. T. Jayne, G. R. King, 
A.B. Lauderbaugh, H. A. Martin, E. O. 
Mattocks, P. S. Parker, C. C. Phillips, 
W. T. Swann, H. E. Thomas, P. W. 
Tucker, C. G. Segeler, Secretary. 

Copies of the NFPA Standards may be 
dbtained by addressing the Association 
office at 60 Batterymarch St., Boston 10, 
Massachusetts. 


Admen’s workshop 
(Continued from page 13) 

Contest, the oldest advertising contest in 
existence, included many member com- 
panies of A. G. A. Outstanding among 
the winners was the Consolidated Edison 
Company of New York, winner of the 
fist prize for complete advertising pro- 
gums. Con Edison also won prizes for 
asingle newspaper advertisement on any 
subject, for employee magazine superior- 
ity, for car cards, bus cards and truck 
posters, and for a single newspaper ad- 
Vettisement promoting the use of gas. 
All of the above awards except one were 
fist prizes in the groups mentioned. 
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The Ohio Fuel Gas Co., Columbus, 
was awarded first prize among all utility 
companies for radio advertising, with 
the Laclede Gas Co., St. Louis, winning 
third prize in this group. The first prize 
for television for all utility companies 
went to The Peoples Gas Light & Coke 
Co., Chicago, with the Cincinnati Gas 
Light & Coke Company winning the 
second prize. 

Among the straight gas companies 
winning prizes were Oklahoma Natural 
Gas Co., Chattanooga Gas Co., Southern 
California Gas Co., Texas Eastern Trans- 
mission Corp. ; The Newport (R. I.) Gas 
Light Co., Portland Gas & Coke Co., 
Central Massachusetts Gas Co., Wachu- 
setts (Mass.) Gas Co., Atlanta Gas Light 
Co., Hartford Gas Co., Union Gas Com- 
pany of Canada, Ltd., Houston Natural 
Gas Corp., Southern Union Gas Co., 
Greeley (Colo.) Gas Co., and Missis- 
sippi Valley Gas Co., of Jackson, Miss. 

At the business meeting following the 
awards, C. Fred Westin, Public Service 
Gas & Electric Co., Newark, N. J. 
was elected president. Mr. Fenton was 
named first vice-president; Robert H. 
Bridges, the Cleveland Electric Illumi- 
nating Co., Cleveland, was elected second 
vice-president. Richard D.  Furber, 
Northern States Power Co., Minneapolis, 
was named third vice-president. The As- 
sociation voted to hold its 34th annual 
convention at the Sheraton Hotel, Chi- 
cago, May 12-13, 1955. 





‘Close follow-up’ 
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ment but is a summary of the ideas of 
our company as to why we use a close col- 
lection follow-up on current accounts. 
The plan works well for us; we believe 
the statistics shown justify our conten- 
tion that our costs are reasonable and we 
have every reason to believe our public 
relations are good. Also, we feel that 
we are in a well-fortified position to 
weather a depression insofar as collec- 
tions are concerned. 

We sell our product and have the pro- 
ceeds in cash within reasonable limita- 
tions. Someone has said, we have no 
actual loss on-an account as long as we re- 
ain the customer, even though the cus- 
tomer may be in arrears for several 
months. Our conviction is that money on 
the books is of no particular use to us. 
We sell a good product at a reasonable 
price, and have no hesitancy in insisting 
on prompt payment. 


1954 
JUNE 


2-3 °A. G. A. Research and Utilization 
Conference, Hotel Statler, Cleve- 
land, Ohio. 

2-3 *Short Course in Gas Technology, 
Texas College of Arts and Indus- 
tries, Kingsville, Texas 

20-24 *Canadian Gas Association, Banff 
Springs Hotel, Banff, Alberta 

21-22 °A. G. A. Residential Gas Section, 
N. Y.-N. J. Regional Gas Sales Con- 
ference, Monmouth Hotel, Spring 
Lake, N. J. 

28-29 Michigan Gas Association, The 
Grand Hotel, Mackinac Island, Mich- 
igan 


JULY 


6-9 *American Home Economics Associ- 
ation, San Francisco, Calif. (A. G. A. 
will exhibit) 


SEPTEMBER 


8-10 *Pacific Coast Gas Association, Van- 
couver, British Columbia 
8-10 *Mid-West Gas Association Gas 
School and Conference, Iowa State 
College, Ames, Iowa 
10 *New Jersey Gas Association, Hotel 
Monmouth, Spring Lake, N. J. 
13-14 *Independent Natural Gas Associa- 
tion of America, Annual Member- 
ship Meeting, Roosevelt Hotel, New 
Orleans, La. 
28-29 *Texas Mid-Continent Oil and Gas 
Association, Baker Hotel, Dallas, 
Texas 


OCTOBER 


11-13 *American Gas Association Annual 
Convention, Atlantic City 

18-22 —— Safety Council, Chicago, 
Ill. 


25-29 *American Dietetic 
Philadelphia, Pa. 


NOVEMBER 


1-5 *National Metal Exposition, Chi- 
cago, Ill. (A. G. A. will exhibit) 
8-11 *American Petroleum Institute, Chi- 
cago, Til. 
8-12 *National Hotel Exposition, Kings- 
bridge Armory, New York, N. Y. 
15-17 *American Standards Association, 
Hotel Roosevelt, New York, N. Y. 
16-20 *American School Food Service 
Association, Miami Beach, Fila. 
(A. G. A. will exhibit) 
17-19 *Southeastern Gas Association, Sir 
Walter Hotel, Raleigh, N. C. 


1955 
JANUARY 


13-20 *National Housewares & Home Ap- 
pliance Exhibits, Chicago, Ill. 


Association, 
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Personnel service 





SERVICES OFFERED 


Management Executive or Staff Assistant to top 
management—Eighteen years’ successful expe- 
rience in management, consulting, sales and 
production in electrical, mechanical and re- 
search fields. Top-notch administrator with 
proven ability to work successfully with di- 
verse personnel. BSME; ; E. Now em- 
ployed, desires challenging opportunity. 1773. 

Sales Manager—Twenty-two years’ experience 
with gas utilities in sales, installation, train- 
ing, instruction and administration in manu- 
factured, natural and LP properties. Past 
three years as sales consultant. Thorough 
knowledge merchandising, purchasing, dealer 
plumber relations. Geeaneetiaal location not 
important. 1774. 

Sales Manager—Experience in manufactured, 
natural and propane gases. Capable of mer- 
chandising, ,sales force training, installation 
and servicing of appliances. Experience in 
home heating and industrial uses of gas. Cap- 
able of dealer relation programing and promo- 
tional programing. Willing to travel, can lo- 
cate anywhere. 

General Manager—With engineering background 
and over twenty years’ experience in all 
phases of the manufactured gas industry. De- 
sires permanent position in either manufac- 
tured or natural gas utility. Now available, 
excellent references, resumé furnished upon 
request. 1776. 

Development Engineer—B.S. in chemical en- 
gineering. Four years’ development experience 
with large gas range manufacturer. Desire 
position with opportunity in gas appliance or 
related industry. Midwest preferred. (29) 1777. 

Sales Manager—Top flight, finest recommenda- 
tions. Twenty years’ broad experience with 
gas utility, outstanding in industry for finest 
results. Thorough knowledge of direct or pro- 
motional selling and all related activities. Has 
handled advertising, personnel and other ad- 
ministrative duties. Available June 1, 1954 for 
permanent position. (47) 

Manufacturer’s Sales Representative—Four years 
with leading manufacturer of domestic and 
commercial water heaters, furnaces and boilers. 
Thoroughly acquainted with utilities and 
wholesalers. Desires position as manufacturer's 
representative. 1 

Executive Position—Past three years works man- 
ager of by-product coke, gas plant and blast 
furnace employing approximately 1,300 men, in- 


cluding locomotive and train service, extensive 
material handling equipment, repair and main- 
tenance shops, laboratory, engineering depart- 
ment, etc. is involved coordination of vari- 
ous operating and maintenance divisions, 
union negotiations, and assuming of over-all 
responsibility. 1780 


Accountant—Financial Man—Twenty years’ ex- 
perience in public utility company and holding 
company accounting and financial matters, op- 
erating and cash budgets, regulatory commis- 
sion practices. Now employed in supervisory 
capacity. C.P.A. degree. Accustomed to assum- 
ing responsibility Ter completing work accu- 
rately and on schedule. 


Operating Engineer—Extensive coke plant expe- 
rience, ovens, by-product, some light oil, as 
operating engineer for well known engineer- 
ing and construction firm. Prefer eastern sea- 
board and position with advancement poten- 
tial and security. 1782. 


Public Relations Director—Broad training in 
basic principles of public relations. Executive 
and administrative training, personnel train- 
ing and practice, general knowledge of labor 
relations practice. Extensive experience in 
government relations. Represented business 
before Congressional committees for three 
years. Further information on request. 1783. 


Sales Executive—Former gas company sales ex- 
ecutive with more than 30 years’ experience 
in all phases of utility operation with company 
having more than 100,000 meters, is seeking 
connection with gas utility company or gas 
appliance manufacturer along astern sea- 
board. Proficient in advertising and display, 
plumber and dealer relations, customer rela- 
tions, etc. Further information upon request. 


POSITIONS OPEN 


Research Aide—To assist in supervision of in- 
dustry program. Immediate opening New York 
City for graduate engineer 30-40 years age, 
personable, ability to handle people, preferably 
with at least five years experience in gas util- 
ity, and familiar with natural gas recovery 
and transmission operations. Salary commen- 
surate with ability, good opportunity for ad- 
vancement. 8 

Public Utility Accountants—Operating utility of- 
fers opportunity as Controller. faust ave 
ability to administer accounting functions ef- 
fectively and have wide experience in the pub- 


—— 


lic utility field. Submit a brief resume with 
salary requirements. All replies strictly 99. 
fidential. 


Young Gas Engineer—Wanted in connection wig, 
operation of two manufactured gas plants 
distribution systems. Excellent opportunit for 
future. Desire mechanical-chemical graduat. 
with few years experience manufactured 
Reply stating age, << oom education, and 
personal particulars. 31. 

G 1 Manager—To me administrative re. 
sponsibilities and complete direction of a map. 
ufactured gas utility. In addition to previous 
supervisory experience, must have sales ang 
technical background. Position offers per. 
manency and opportunity. Salary commengy. 
rate with ability and experience. Submit de. 
tailed resumé of background, experience, ang 
salary requirements, which will be treated 
with utmost confidence. 0732. 


Salesman—Top-notch man to assume full charge 
of sales department. Possibilities as officer and 
director of gas’ furnace manufacturing ¢eom. 
pany in middle west. Must be well acquainted 
with private brand and distributor selling 


Administrative Engineer—Graduate mechanical 
civil or chemical engineer. Must have had 7.1 
years’ experience in a gas utility field and must 
be capable of directing engineering activities, 
as well as evaluating operating methods and 
results. Salary commensurate with ability and 
experience. 6734. 

Safety Engineer (Assistant)—Large eastern gas 
utility has vacancy for an engineer to assist 
its safety director. Some safety experience de. 
sirable. Reply giving age, education and work 
experience. 0737. 


Industrial Gas Engineer—New natural gas trans. 
mission company operating in Southern New 
England States desires services of experienced 
industrial engineer for technical gas studies 
concerning promotion of use of natural gas in 
industrial markets. Excellent opportunity for 
man experienced in gas industry and sales 
engineering. Immediate opening. 0738. 


Rate Engineer—Nationally known utility man. 
agement consultation firm has excellent op 
portunity for top-flight rate engineer with 
experience as an expert witness before regu 
latory commissions. Nature of duties requires 
travel. Our staff is aware of this advertise. 
ment. Submit resume of personal data, educa- 
tional background and business experience, 











Action program 
(Continued from page 8) 


tried in some of the ADP cities in order 
to give the gas customer the utmost satis- 
faction. For instance, one company usu- 
ally charges customers for most types of 
service calls. As part of the Action Pro- 
gram operation, the company has initi- 
ated a special free servicing program. To 
the extent that service men have free 
time, they are making a door-to-door can- 
vass, requesting the opportunity to in- 
spect and adjust, free of charge, all gas 
appliances. During one month about 175 
calls were made requiring approximately 
one and one half hours per customer. 

It was found that approximately 75 
percent of all gas ranges were out of ad- 
justment in respect to either top burners, 
oven, broiler or temperature control. In 
addition, numerous gas leaks, of which 


44 


customers were unaware, were found. 
This company believes that such activity 
will bring long-term results, as well as 
immediate satisfaction with gas. 


4. What they found 


Some of the companies involved in the 
Program have found that their local ad- 
vertising has seemingly failed to hit the 
mark. Large proportions of the respond- 
ents in three cities did not recall seeing or 
hearing any gas advertising. When those 
interviewed in two of the Demonstration 
cities were asked which advertising 
media they considered best for the gas 
company to reach them, television was 
mentioned the greatest number of times, 
with newspapers a close second. 


What they are doing 
In answer to such information, one of 
the companies completely revised its ad- 


vertising schedule as well as its previous 
copy theme. Another company is now 
running a TV show with six dealers in 
volved, including several LP-Gas dealers 
who do practically all their business be 
yond the gas mains. Still another com 
pany, whose policy had been to use 
operative advertising with dealers, is nov 
trying it in their Action Demonstration 
city. 

These are only a few of the high points 
of the situations in local areas as discov 
ered by the companies involved in the 
Demonstration Program. The importatt 
thing is that they are ‘doing something 
about it’, and also discovering that sud 
activity is a practical method for expet- 
menting with new and different ideas 
Out of these experiments must come the 
policies that will keep their business df 
namic and growing. 
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A.G.A. 
Advisory 
Council 


FRANK H. ADAMS.......--- Toledo, Ohio 
A.M. BEEBEE..........-- Rochester, N. Y. 
N.B. BERTOLETTE........ Hartford, Conn. 
£ I, BIORK...... see erences Chicago, Ill 
£6. BOYER..........-- Philadelphia, Pa. 
GUNN W. CLARK. ..Oklahoma City, Okla. 
STUART COOPER........ Wilmington, Del. 
sTUART M. CROCKER....New York, N. Y. 
HOARY FINK... ..ccecccees Detroit, Mich. 
RALPH L. FLETCHER...... Providence, R. lI. 
JM FRY..-cccccccccccees Detroit, Mich. 
JP MEGREENE.......... Birmingham, Ala. 
GMGUEFFROY..... 2.000. Portland, Ore. 
w.G. HAMILTON, JR.....Philadelphia, Pa. 
ere Nashville, Tenn. 
RW. HENDEE....Colorado Springs, Colo. 
3 Minneapolis, Minn. 
STANLEY H. HOBSON....... Rockford, Ill. 
ee Dallas, Texas 
Per, IR... ccccces New York, N. Y. 
WALTER E. LONG....... Philadelphia, Pa. 
REG KER. 2c ccccces Newark, N. J. 
EARLE J. MACHOLD...... Syracuse, N. Y. 
N.C. MCGGOWEN......... Shreveport, La. 
PRRIAM,. 2. cc ccccccee Omaha, Neb. 
JAMES S. MOULTON. .San Francisco, Calif. 
ROBERT W. OTTO.......... St. Louis, Mo. 
GITIER . 5 cc ccccce Birmingham, Ala. 
J FRENCH ROBINSON....New York, N. Y. 
RaecyY, IR... cccee New York, N. Y. 
LOUIS RUTHENBURG...... Evansville, Ind. 
AIAN H. STACK......00005 Tampa, Fla, 
ALYN C. TAYLOR........4. Reading, Pa. 
PAUL R. TAYLOR........ New York, N. Y. 
RJ. VANDAGRIFF......... St. Louis, Mo. 
TOM P. WALKER.......... Houston, Texas 
ree Chatham, Ontario 


CHANNING W. WILSON... .Baltimore, Md. 
HARRY K. WRENCH... .Minneapolis, Minn. 
GEINY. os ccccccccece Dallas, Texas 


PAR COMMITTEE 


Chairman—James F. Oates, Jr., The 
Peoples Gas Light and Coke Co., Chi- 
cago, III. 


FINANCE COMMITTEE 


Chairman—Frank H. Lerch, Jr., Consoli- 
dated Natural Gas Co., New York, 
N.Y, 


\ABORATORIES MANAGING COMMITTEE 


Chairman—Arthur F. Bridge, Southern 
Counties Gas Co. of California, Los 
Angeles, Calif. 
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GAS APPLIANCE 

MANUFACTURERS ASSOCIATION 

Pres.—Sheldon Coleman, Coleman Co., Inc., 
Wichita, Kansas. 

Man. Dir.—H. Leigh Whitelaw, 60 East 42nd 

St., New York 17, N. Y. 


CANADIAN GAS ASSOCIATION 

Pres.—D. K. Yorath, Northwestern Utilities, 
Ltd., Edmonton, Alta. 

Exec. Sec.-Tr.—Warner A. Higgins, Room 

804, 6 Adelaide St., E., Toronto 1, On- 

tario. 


FLORIDA-GEORGIA GAS 

ASSOCIATION 

Pres.—Roy E. Jones, Peoples Water and Gas 
Co., North Miami, Fla. 

Sec.-Tr.—Joseph Frink, Florida Power and 
Light Co., Miami, Fla. 


ILLINOIS PUBLIC UTILITIES 

ASSOCIATION 

Pres.—C. W. Organ, Central Illinois Light 
Co., Springfield, Ill. 

Sec.-Tr.—T. A. Schlink, Central Illinois Light 
Co., Springfield, III. 


INDIANA GAS ASSOCIATION 

Pres.—E. G. Peabody, Citizens Gas and 
Coke Utility, Indianapolis, Ind. 

Sec.—V. C. Seiter, Citizens Gas and Coke 
Utility, Indianapolis 9, Ind. 


THE MARYLAND UTILITIES 

ASSOCIATION 

Pres.—J. Frank Blake, Jr., Conowingo Power 
Co., Elkton, Md. 

Sec.—Robert L. Smith, 26 West Patrick St., 
Frederick, Md. 


MICHIGAN GAS ASSOCIATION 

Pres.—E. V. Gmeiner, Citizens Gas Fuel Co., 
Adrian, Mich. 

Sec.-Tr.—M. G. Kendrick, Michigan Consoli- 

dated Gas Co., Ann Arbor, Mich. 


MID-WEST GAS ASSOCIATION 

Pres.—M. B. Cunningham, lowa Power and 
Light Co., Des Moines, lowa. 

Sec.-Tr.—Harold E. Peckham, Northern States 
Power Co., St. Paul 2, Minn. 


NATURAL GAS AND PETROLEUM 

ASSOCIATION OF CANADA 

Pres.—S. B. Severson, Dominion Natural 
Gas Co., Buffalo, N. Y. 

Sec.—S. C. Hanna, United Gas & Fuel Co. 

of Hamilton, Hamilton, Ontario. 





NEW ENGLAND GAS ASSOCIATION 

Pres.—Roy E. Wright, NEGEA Service Corp., 
Cambridge, Mass. 

Man. Dir.—Clark Belden, 10 Newbury St., 
Boston 16, Mass. 


NEW JERSEY GAS ASSOCIATION 

Pres.—Henry Rohrs, Elizabethtown Consoli- 
dated Gas Co., Elizabeth, N. J. 

Sec.-Tr.—W. D. Relyea, Public Service Gas & 
Electric Co., Newark 1, N. J. 


OKLAHOMA UTILITIES ASSOCIATION 

Pres.—Earl J. Newlin, State Fuel Supply 
Co., Oklahoma City, Okla. 

Sec.—Kate A. Niblack, 2415 Oklahoma Bilt- 
more Hotel, Oklahoma City, Okla. 


PACIFIC COAST GAS ASSOCIATION 


Pres.—W. C. Mainwaring, British Columbia 
Electric Co., Vancouver, B. C. 

Man. Dir.—Clifford Johnstone, 2 Pine St., 
San Francisco 11, Calif. 


PENNSYLVANIA GAS ASSOCIATION 

Pres.—J. Henry Long, Philadelphia Electric 
Co., Philadelphia 5, Pa. 

Sec.—R. W. Uhler, Lebanon Valley Gas Div., 
United Gas Improvement Co., Lebanon, 
Pa. 


PENNSYLVANIA NATURAL GAS 

MEN’‘S ASSOCIATION 

Pres.—F. N. Wolf, Equitable Gas Co., Pitts- 
burgh, Pa. 

Exec. Sec.—George Doying, 2619 Grant 
Bldg., Pittsburgh 19, Pa. 


SOUTHEASTERN GAS 

ASSOCIATION 

Pres.—John O. Sholar, South Carolina Elec- 
tric & Gas Co., Columbia, S. C. 

Sec.-Tr.—Edward W. Ruggles, North Caro- 
lina State College, Raleigh, N. C. 


SOUTHERN GAS ASSOCIATION 

Pres.—C. |. Wall, West Texas Gas Co., Lub- 
bock, Texas. 

Man. Dir.—Robert R. Suttle, 1932 Life of 

America Building, Dallas 1, Texas. 


WISCONSIN UTILITIES 
ASSOCIATION 
Pres.—Harold P. Taylor, Wisconsin Public 
Service Corp., Milwaukee, Wis. 
Exec.-Sec.—A. F. Herwig, 135 West Wells 
St., Milwaukee 3, Wis. 
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